





atdware Ade 


Volume 102 New York, November 7, 1918 No. 19 
































—Brooklyn Eagle. 


“GERMANY AND THE NEXT WAR” 






















Remember— 
This Season’s 
Holiday Gift 
Has Got to Be 
Useful; 
Uncle Sam Is 
the Man Who 
Says So 






By MABEL HENNESSY, Advertising 
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Andirons 
Fire sets 





























Corkscrews 
Revolvers 




















Gun cases 
Game bags 


























Sweaters 














Flasks 

















Thermos 
cases 












































Bird cages 























Nut sets 






Call bells 
Casseroles 











Table lamps 
Floor lamps 
Smoking sets 


AWDRY tinseled gifts will not be among those 
it selected this year; the buying public will not 

be satisfied with anything less than worth- 
while and useful remembrances. 
time for non-essentials. 
store is brimming over with just such merchandise 
recommended and the merchant should seize this 
opportunity to overcome the figures in “red” in 
some departments caused by current building con- 


It would be well to go through the entire stock 
and list serviceable things that are “gifty”’ yet 
Have an inexpensive circular made up 
and distribute to your customers. 
dise as the following is for sale by all hardware 


FOR DAD 


Wood boxes and baskets 
Cigar lighters 
Cigar cutters 


Guns and rifles 
Hunting clothing 
Hunting knives 


Pocket knives 


Collapsible cups 
botties 


and 


Thermos lunch boxes 
Fishing tackle 


Flash lights 
Match boxes 
Carving sets 
Game shears 
Shear sets 
Bond boxes 
Therniometers 
Tool chests 
Tool cabinets 
Pocket tool kits 
Work benches 
Bracket saws 
Waste baskets 
Cuspidors 


Military brushes and toi- 


let articles 
Shaving mirrors 


Shaving sets and razors 


Manicure implements 
Exercizers 
Ingersoll watches 


Alarm clocks 
Key hook and rings 


FOR MOTHER 


Toilet articles 
Scissors and shears sets 


Salt and pepper sets 
Pepper grinders 


Coffee sets 
Thermos bottles 
Boudoir lamps 
Lamp shades 
Candle shades 
Community silver 
Silver chests 
Chafing dishes 


This is not the 
The average hardware 


Such merchan- 


Baking dishes 

Pie servers 
Pudding dishes 
Bean pots 
Ramequins 
Custard cups 
Shirred egg dishes 


Tea, 
pots 
Coffee servers 
Crumb scrapers 
Clothes hampers 
Ranges 
Refrigerators 
Washing machines 
Fireless cookers 
Kitchen tables 
Filters 
Aluminum ware 
Kitchen cutlery sets 
Family scales 


coffee, 


Electric vacuum cleaners 


Serving trays 
Fish and steak planks 
Grape fruit sets 


Manager, Bunting Hardware Co., 


Kansas City, Mo. 


Percolators 
Percolators sets 
Afternoon tea kettles 
Samovars 

Tea ball tea pots 
Bread and cake trays 
Electric toasters 


chocolate Electric grills 


Electric hot plates 
Electric ovens 
Electric egg boilers 
Electric traveling sets 
Electric irons 
Electric warming pads 
Electric foot warmers 
Electric curling irons 
Alcohol stoves 

Bread and cake makers 
Mayonnaise mixers 
Food choppers 
Roasters 

Cream dippers 

Fancy molds 

Carpet sweepers 


FOR GOOD BOYS AND GIRLS 


Velocipedes 


Express wagons 
Kiddy kars 
Automobiles 
Sleds 

Roller skates 

Ice skates 

Boy Scout outfits 


FOR BIG BROTHER 
Bicycles 
Baseball goods 
Tennis rackets 
Punching bags 
Footballs 
Basket balls 
Manual 
and bench 
Rifles and guns 


‘ Sweaters 


Indian clubs 
Dumb bells 
Dog collars 


training tools 


Watches and compasses 
Air rifles 

Tool chests 

Pocket knives 
Footballs 

Indoor baseballs 
Jumping ropes 

Doll buggies 


FOR SOLDIERS AND 
- SAILORS 
Comfort kits 
Razors 
Pocket knives 
Flashlights 
Scissors 
Sweaters 
TOYS 


Electrical 
Mechanical and friction 


Games, blocks, etc. 


A Practical 
Business Woman 
Tells How and 
When to 
Prepare for 
the Giving 
Season in 
Hardware Stores 
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The Bunting Co. has found 





















Every package and letter leaving your store dur- ° 


ing the months of November and December should 
have inclosed with it a list of merchandise you carry 
that would be suitable as gifts. 

Newspaper space is too valuable to permit of a 
description of everything along this line. It would 
be well for you to follow the lead of the national 
advertisers and insert at the bottom of your ads as 
well as place cards throughout your store, in your 
elevator and in your windows, “Ask for Booklet 
of Gift Hints.” You would find it productive of 
excellent results. 


Every Week a Holiday Window 


OMMENCING with the first week of November 

devote some particular window space to the 
display of holiday goods. Change this window 
weekly. Do not permit the passing public to find 
it old and stale. 

For instance, one week suggest gifts to the 
mother; the following week gifts to the wife. An- 
other could be devoted to gifts for the HOME. 


Attractive, interesting windows for the children, 


boys and girls could follow. If enthusiasm be put 
back of this effort, you can easily convince the 
public that your store is headquarters for the kind 
of gifts that will be appreciated—the kind of gift 
oy is in line with what the government wishes us 
0 Duy. 

Just previous to the Christmas Holidays EVERY- 
BODY is looking EVERYWHERE for the “gift ap- 
propriate.” It is up to you to show them that you 
have it. 

Take, for instance a percolator. Leave it back on 
4 shelf and it does not occur to a mere man what an 
excellent gift a percolator would really make. But 
if you should take several of them, polish them thor- 
oughly until they look like glistening silver, arrange 
them over some dark material, and place over them 
4card, “The Wife Will Appreciate One of These,” 
aman will instantly realize and thank you for the 
good suggestion. 


Anything in aluminum ware is good. Each year 


this folder printed in black 
and yellow is a good result- 
~ getter 






we order for our holiday trade about twenty num- 
bers in various utensils and they always go like 
hot cakes; such items as combination s2ts, coffee 
pots, bread pans, double boilers, etc. 

The young girl will appreciate a chafing dish, 
electric iron for school or vacation days, or hundred 
other articles that a hardware store boasts of, 
rather than some trivial, useless little thing she 
customarily receives. 

A man thinks of a hardware store as primarily a 
man’s store and would prefer trading there if he 
can fill his wants. So your appeal to him will bring 
in big and immediate results. 

The average firm cannot easily turn over a large 
space in its store to.the sole display of holiday mer- 
chandise, but it can most assuredly dress up their 
store in holiday attire, not in an expensive way but 
in a pleasing, consistent manner. 


The Proper Arrangement 

I our store our cutlery and electrical appliance 

department occupies the central position on the 
first floor. We arrange in an artistic manner a rep- 
resentative assortment of merchandise on top of 
cases. Each item is placed on a small square of 
velvet or felt, preferably a bright color, and priced. 

We run in acouple of narrow tables, which crowds 
space somewhat, for toy counters. We use all avail- 
able space in the front of the store for other toys, 
endeavoring to group kindred lines together. In 
fact, we display only such merchandise as would be 
termed “holiday goods.” We erect posts at the four 
corners of all display booths, with slanting space at 
top for display of small toys, and then decorate. It 
gives the table height and stands out well in the 
eyes of customers entering your store. A few dozen 
wreaths and garlands carefully placed will assure 
you an attractive presentation of your goods. 











Santa Claus 
Will Be Here 
; Tomorrow | 


Come and have a talk with Sagta—be 
also will bave something to give thew. 


Sisii 


$1.10 Tube Cake Pan: 


et 
ie SNS 
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Moe Onin cae ee 
toy oa 63c 


“Quick Meal,” 2-burner, $15.00. 
Bon Ami, 2-burner, $13.50. 
Boa Ami, 3-burner, $18.00. 


this es 


aK: 
Any. Article ye" Wear Ever 
Aluminum Will Please 


$6.15 Wear Ever Roaster—special today for $5.89. 
35¢ Wear Ever Pie Pan—useful size, special 23c. 
ans—speciai while they last, 98c. 
$2.45 Wear Ever Double Boiler—special, 
.00 Wear Ever Griddle—special, 79. 


‘Universal Combination Ranges 
i If You-do not own s good, depend’ 

ble Combination Range now—you 
will be compelled to Duy later, 
Why not present ber one as @ $6.00 an 
Christmas gift? Weather such as 

b. today—cold and so would not 
be a “bug-bear.” TBis'ts the only 
Combinatiof® Range t a 

wi 


| on Cook Stoves that burn s vaporited gas. Guaranteed. 


irre Dy 
oer 
—d Street or 
7 “is 00 
. 
revo apeaat.. OD ’ . . 
Doll Care — , ‘ hb 
ra, 
Perfection Oil Heaters, Priced $5. 
the ee 
= kere 


Aluminum Percolators 
Empire shape, handsomely finished, $2 29 
ebonised handle; Scup; $3.50 value e 


Hardware Ag. 








SHAVING STANDS 

are good looking; best 

cealty ee ms 
ash, 


priced. from sio0 to 
$9.00. 

KODAKS *- various 
sizes—constructed ) 


$2.19. 


tg 
RS, $5.00 
ELECT _ —— Ls. 
a $7.50 


WRIST WATCHES, 
nese gains 

yey pricea 
from $136 0 $4.00 
NUT stg Bq to 
$3.50 


ELECTRIC CURLING 
TRONS, $4.25 and $5.00 
DRRART AS AND 

jETS—dain- 
we ss jonas $12.50 to 
$25. 


HOT WATER BOT. 

metal, priced 
from $2.00 to $6.00 
SERVING TRAYS, 
Deautiful and artistic 
designs. from 
S0e to $6. 





24-light outfit 





OE 
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Electric Lighting Outfits 
for Christmas Trees 

These ara complete. Electric Outfits for 

lighting trees. Much safer and cleaner 

than candles and can be used year 

year. They come in clear or’ colored 

bulbs: 


Belight outfit ......6ceeeceeeees $2.50 


8.00 
Price. xe aa 35c 


LUNCH BOXES with 
” 


ELECTRIC CHA! 
DISHES, dainty, grace 
ful, $13.00 to $16.60. 
ELECTRIC TEAKET- 
TLES and SAMOVARS, 
$10.00 to $16.00. 




















This Store Remains Open Until 10:00 Saturday Nights 


44 WALNUT ST. 





BeBetase TRONS, 
14.60 to $6.00. 


SstontNa 0 SETS, sea) 
, 0c te 
se 
ELECTRIC. STOVES, 
$7 50 we 615.00. 














How Buntings advertise Christmas wares 


This all requires labor, but the incentive to put 
many more dollars in the cash register should be all 
that is required for you to put in a few hours at 
night and hunt some old pieces of lumber. 

A toy department in a hardware store is a prob- 
lem to many as to whether or not it is profitable. 
We have found in past years that a small appropria- 
tion expended for toys is well spent. We do not stock 
heavily on anything. A good line of mechanical 
and electrical toys, blocks, games and dolls will work 
in with your regular stock of bicycles, velocipedes, 
sleds, skates and wagons. 

To encourage toy trade we issue a circular and 
distribute to our mailing list of boys and also hand 
to every boy entering our store commencing No- 
vember 15. Last year we announced that we would 
award as a prize a large sample “model builder” to 
the boy holding the lucky coupon at a drawing to 
take place December 23, these coupons to be dis- 
tributed with each $1.00 sale of model builder parts. 
This was immensely successful in getting boys to 
our store and in building up our boy mailing list. It 
also increased materially the sales for this builder. 
Two Saturdays before Christmas we have a real, 
live Santa Claus to meet the children at our store. 
We distribute a small toy free to each child visiting 
this department. One year we gave a balloon, last 
year a racket maker. This year we will present a 
small story book. On it will be printed “Merry 
Christmas from the Bunting Hardware Co.” 


Advertising the Toys 


WE advertise our toy department rather gener- 
ously the last two weeks of November and all 
of December, as this department serves as a good 


“lead” in obtaining other business. It also gets the 
women and children to your store. 

Announce a specified day for your toy opening. 
Arrange something special in way of demonstra- 
tions or giving away of souvenirs. The children 
attending this opening will advise their parents just 
what it is they want and where one like it can be 
found. It would be well to encourage small chil- 
dren to write letters telling what they want and 
hand teem to Santa Claus. You can follow these up 
to the parent with prices and descriptions. You 
could feature a prize for the best written letter 
from a child under a certain age. 

Do not place your entire stock of toys out for 
your castomers’ inspection. Place only a sample of 
each toy for sale on a counter, with stock number 
and price. Small children and often adults cannot 
resist trying out mechanical toys and often destroy 
and cause them to become greatly stock worn. Your 
stock will remain in good condition if you place only 
the sample on the table for demonstration. 

It is advisable not to reduce your price or become 
discouraged in the first weeks if your toy sales do 
not show a profit. Parents do not buy heavily until 
the last two or three days, due to difficulty in hiding 
and keeping the toys out of sight of children. 

It would be well to concentrate your publicity 0D 
your general line-up of toys with perhaps a “Satur- 
day special” up until three days before Christmas— 
and then make a regular splurge. Take the items 
that have not been selling readily and the ones 0D 
which vou are heavily stocked and play them up big. 

While doing this do not forget to mention what 
you have in way of “last minute gifts” acceptable to 
the older folk. 
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MORE STORIES of “MY BEST SALE" | 
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THE BEsT SALE OF GEO. L. EARLE 
Assistant Sales Manager North Wayne Tool Co. 


Epitor’s NoTE: George is right; too few salesmen 
realize the necessity of reciprocity in the relations be- 
tween buyer and seller. There’s punch in this story; 
it drives the point home. 


ing a few years ago in a goodly sized western 

city, and although clad in a warm, all-wool 
ulster, I felt the chills run up and down that ther- 
mometer that we all possess in the middle of our 
backs. 

On this particular morning I am quite sure that 
my anatomy was a little more sensitive than usual, 
as I was about to call on a certain buyer upon whom 
other salesmen of the company for which I was 
working had called and had failed to establish a 
connection in the way of business. Further, the 
buyer had always offered an alibi to the effect that 
our concern was getting about four times what our 


A CUTTING western wind greeted me one morn- 





he 

g. 

A- 

Nn 

: “We have managed to remain in business for a great 
eC many years without your goods” 

goods were actually worth and in a few words, the 


dismissal was rendered in the expression: “We 
have managed to remain in business for a great 
many years without your goods and we expect to 
continue without them until such time as you man- 
ufacture the kind of goods that can be offered to 
us at such prices as we deem fair.. Good day!” 

Now, with all of this in mind, I started down the 
street to call for the first time on Mr. “Name-the- 
Price.’ My mind was about as steady as one could 
be riding in a flivver on a cobblestone pavement at 
a speed of thirty miles per hour. 

In the usual manner, I entered the establish- 
ment and sought information as to the exact loca- 
tion of the buyer’s desk, as I wanted to make my 
attack with everything in my favor, as far as busi- 
ness courtesy could be considered. 

I was directed to a room on the west side of the 
building, and as nearly as one can come to traveling 
on air, I am sure that I did so in passing through 
a long line of desks on both sides of the aisle. And 
that isn’t all; I heard one chap remark: “There’s 
a new man going in to get his from the boss.” 
Glorious reception—not! 

Having arrived at the buyer’s door, I discovered 
that it was closed tight. Not a sound came from 
within, so I knocked carefully, and a most decidedly 
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short “Come in” fought its way through the parti- 
tion to my hearing organs. 

I entered the room, presented my compliments, 
and proceeded to stand, as I was not invited to take 
a perfectly good chair at the side of his desk. 

Before Mr. “Name-the-Price” could open up 
with his heavy artillery, I opened up on him with 
my rapid-fire gun. He just sat there and looked at 
me while I offered something similar to the fol- 
lowing: “You, Mr. Name-the-Price, have con- 
tended for years that the prices at which our goods 
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“There’s a new man going to get his” 


have been sold are too high; that we are making 
a profit far in excess of what we should, or, in other 
words, plain and understood by most real Ameri- 
cans, we are hold-ups.” 

The buyer agreed that I had the situation well 
in hand. 

My opening wedge was my statement that our 
line was quite well advertised, hence the merchant 
knew the good points and the jobber’s, salesman was 
not required to take a goodly share of the retailer’s 
time; that our goods could be sold at a better profit 
than our competitor’s could. When at this point 
a telegram was placed on his desk I remained very 
quiet, absolutely content to avail myself of the 
opportunity to get my second wave of mental energy 
into shape so as to continue my advance. 


EVERAL very long moments passed before the 
buyer looked up, and when he did he said much 
to my surprise: “You may continue.” 

My next idea was that we would take up a line 
of correspondence with his traveling men and would 
educate them in the many good selling points in our 
line, thereby saving him from this sort of work. 

“Now,” said he, “you have struck an idea when 
you say that you will instruct our men in how to 
sell your line, as that is a difficult thing for us to 
do where we have so many articles to handle. We 
cannot afford to disturb lines which give reasonable 
satisfaction and expend our energy to start in an 
entire new line.” 

My final statement was: “Mr. Buyer, give me the 
names of five customers to whom you do not sell any 
goods but would like to, and I will try to sell them 
my line through you, thus building up a start for 
new business for both of us.” 

This landed him. He came back at me with an 
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offer to double the amount I sold to these five pros- 
pects, regardless of what my firm did in the way of 
instructing the firm’s travelers in the selling points 
of our line. 

Out I went without much ceremony and with our 
high standard of quality in mind, I called upon the 
prospects, made good, sold them all, and delivered 
their orders to Mr. Buyer, who, by the way, invited 
me to sit down in that perfectly good chair while 
he got busy with his order pad. 

In closing let me summarize this little incident in 
this way: I could see that Mr. Buyer was ready 
to give us consideration if we could build up some- 
thing for ourselves through their concern, but my 
predecessors had not thought of the fact that reci- 
procity is the real key to business increase. 


Hardware Age 
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“Said, much to my surprise, ‘You may continue’ ” 


My Hardest Sale - 


by E. BROUGHTON HENDERSON 
With Wright Bros. Hardware Co., Vicksburg, Miss. 


EDITER’Ss NOTE: Henderson calls this, which he sub- 
mits as his best sale, his hardest sale. He also tells 
the story of his first sale. He relates a struggle such 
as most salesman have had to fight out at least once 
in a lifetime. He obeyed his conscience—and never 
regretted it. 


[! has been truthfully said almost since time was 
that “only the brave deserve the fair,” but one 
could very appropriately rearrange the axiom to 
read, “Only the fair deserve the sales,” not mean- 
ing fair as to complexion, however, but fair as to 
one’s business dealings with one’s fellow man. 

This fact has been forcibly demonstrated to many 
of us many times over, especially so among those 
princes of good fellows, “the Knights of the Grip.” 
It fell to my lot to join this wonderful organization 
about fifteen years ago. heing connected at that 
time with a small but aggressive hardware concern 
in a southern state. 

At the time of my advent into the traveling game 
the old reliable horse and buggy was the means of 
travel from one small town to the other throughout 
my territory, which consisted of small portions of 
three states, each strip bordering on one of oun 
largest rivers. 

I had from childhood a wild desire to sell goods 
on the road, having a chum during my tender years 
whose father traveled for a sporting goods firm 
and whose outlay of samples when at home proved 
most attractive to all of the boys in our neighbor- 
hood. I felt that it would indeed be an exalted 
privilege to be able to carry a sample case of wares 
and travel on the train in order to make one’s 
livelihood. 

Well, my big chance came one day when my em- 
ployer said, “Broughton, how’d you like to try 
your hand at selling goods on the road?” 

Gee, but my heart leaped for joy! “I’d like it 
fine,” was my reply. 

Well, get the boys to help you get up a line of 
samples, for your first trip begins next Monday.” 

My, but I felt proud, and maybe I didn’t hustle 
in getting things ready for my maiden trip into the 
Mississippi delta, selling hardware for the concern 
for whom I had worked since leaving the public 
school. My hardware experience, such as it was, 
had been acquired in the few years of apprentice- 
ship in the store as, first, errand boy and collector, 
then stock-keeper (that is, keeping the stock clean), 
and finally as clerk. 


Y first trip happened to take place in the eariy 

spring, and it fell to my lot to get together a 
line of samples, horse collars, bridles, back bands 
and kindred articles, and pack same in a large 
leather case resembling the old-fashioned telescope 
suitcase, made of canvas. Finally everything was 
in readiness, and that fatal Monday morning rolled 
around. Amid lots of excitement at the station 
and embarrassment caused by fun poked at me by 
the older and experienced traveling men, I was off 
to make my début as traveling salesman. 

“Beating the bushes,” as the saying went in those 
days, was accomplished by traveling by rail from 
headquarters to the first town in my territory, 
which lay due west about 18 miles, and from this 
town by team up, or down, the river. 

Our train yeached my first town after what 
seemed to me ages of travel. On alighting from 
the train the first thing to greet my eyes was a 
large frame building opposite the station, on the 
front of which was this sign: “EZ. M. Taylor & Co.,” 
nothing else, so I said to myself, as I picked up my 
catalog and suitcase: “This must be the largest 
store in town—I’ll go right over and make my first 
sale.” 

So across the track and into the store I rushed. 
Setting my burden at the door, I approached what 
looked to me to be the proprietor, and hastily and 
clumsily introduced myself. I rivetted him to the 
spot with a long “spiel”? about my firm and wares, 
completely monopolizing the conversation for fully 
ten minutes, when he raised his hand in protest, 
seeing me almost out of breath, saying, “Wait, wait, 
you’ve got the wrong house, and the wrong man. 
In the first place, this is strictly a dry goods store, 
and in the second place I am not the buyer. Say, 
this must be your first trip on the road, isn’t it?” 

I backed off as gracefully as I could with an effort 
at a smile and assured him that it was, apologizing 
for my mistake; but gee! I felt discouraged, for 
the man had appeared to me as having a good face 
and looked at first sight as though he would, with a 
little persuasion, buy a huge bill of hardware from 
me. 

Seeing me discomfited, he told me the names and 
pointed out the location of the hardware dealers in 
his town and started me once more on my way. 

On entering the next store, I found the buyer en- 
gaged with my competitor, so I lost out there. How- 
ever, I would not give up, but called on every mer- 
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chant in town and succeeded, in one instance, in 
selling three kegs of nails, two kegs of 8d and one 
keg of 10d. IT’ll never forget that first order. It 
seemed as big as a house to me. 


FTER many hard knocks and long trips by 
team through my territory, I finally managed 
to work up a little business here and there, just 
enough to keep me going, until finally, about six 
months after my clumsy beginning, I was sent out 
by my employer to land a certain customer who 
was in the market for an opening bill of hardware 
for a new store that he had built for his oldest son 
This man’s name was Livingston Jackson. He 
lived in a little town called Pine Grove, La., which 
was located on a new railway line running from the 
southwest part of Arkansas into Louisiana. 

Now, I had studied hard and earnestly on my 
way over to see this man as to just how would be 
the best way to approach him (since he was a new- 
comer in my territory and I had never met him), 
and what line of talk would be most liable to land 
him. I had faith in my firm and faith in my line, 
but knew that lots of my competitors, many of whom 
represented houses many times larger than my own, 
would be aware of this opportunity to make a big 
sale and would no doubt be on their respective ways 
to get the business; so I was all excitement when 
I drove into town. I had driven about fifteen miles 
from the river in order to beat the train there, 
knowing the chances are always in favor of the 
first man on the ground, all other things being any- 
thing like equal. 

I called at the Jackson office, or commisary, and, 
finding my man in, introduced myself, trying my 
best to make a good impression. After I had stated 
my business I found that I was going to have a 
hard fight for this sale, for he informed me that 
he had tried many times before to buy goods from 
my town, but prices had invariably been too high 
and delays in delivery too often, owing to goods 
having to be transferred from one railroad to an- 
other; whereas he could buy my line of goods much 
cheaper and get better deliveries from Pine Bluff, 
Ark., which was on a direct line from him and not 
many miles away. 

This news was by no means comforting, but I 
wouldn’t let myself be discouraged, for I knew my 
boss had his eyes on me this time, and it was sink 
or swim. 


OW, it so happened that in building the new 

store for his son, he had installed an electric 
light system which had to be operated by means of 
a gasoline engine. He had not bought the engine 
yet, but was going to buy it from the same house 
that secured the order for the opening bill of hard- 
ware. This was good news to me, for my firm had 
just put in a stock of Burbank’s force gasoline en- 
gines. I had just recently made a study of them 
and had full data and cuts with me which I imme- 
diately proceeded to show him, explaining their 
good qualities. 

The new store he showed me had been equipped 
with twenty-five lights and the adjoining ware- 
rooms, of which there were two, each had five drop 
lights, making a total of thirty-five lights. 

Now, he had been informed by some one that 
this plant would require six horse power to operate. 
I knew that was really more power than he needed, 
and told him that I didn’t think he needed more 
than three horsepower successfully to operate his 
son’s lighting plant. I showed him conclusive data 
In my engine booklet bearing me out in my state- 
ment. 


“IT called Mr. Jackson aside and told him the truth” 


Mr. Jackson was a rather shrewd business man 
and would much rather have purchased a three 
horsepower engine at $60 than a six horsepower 
at $125, provided he was satisfied that the smaller 
engine would do the work in an economical and sat- 
isfactory manner; so with the data that I had and 
after quite a lengthy discussion of the lighting 
problem I finally brought him around to see the 
good judgment of buying my engine. 

The other traveling men had reached town by 
this time and were waiting until I had finished 
with Mr. Jackson in order to have their say, so in 
justice to my fellow travelers, two of whom I knew 
personally, I tried to get through as quickly as 
possible, realizing that we all wanted to make the 
afternoon train which left at 4.30. 

I insisted that in the event he gave me his order 
for the engine I would be able to make delivery on 
the whole bill “free of freight” to him, so after 
much talk and many assurances on my part to rush 
the shipment through, he gave me the order. 

I felt very proud of the order, since it was my 
largest sale, amounting to $927.16, including some 
barbed wire and field fence for his farm. 

After I had written up the order and the other 
boys had had their audience with Mr. Jackson, he 
insisted on the whole bunch taking dinner at his 
home. 

Now, in going to his house from the office we 
had to pass the new store building, so he asked us 
if we would like to see the store, and we, of course, 
said yes. While we were looking around the build- 
ing, which was quite a good-sized one, I happened 
to wander out into the back yard and into the house 
where the light plant had been installed. While 
studying the apparatus, my eye was attracted by 
a small metal tag lying on the ground near the 
house, partially covered with dirt, which I picked 
up. On cleaning it off, I found stamped thereon 
“35 Light Eureka Plant. Horsepower Required 4.” 

Gee, but this was a jolt, for I knew that this 
was a different plant from those indicated in my 
engine booklet, and I also knew that I had no engine 
to offer between the 3 hp. that I had sold Mr. 
Jackson and the 6 hp. which I had to get $150 for, 
which was $25 more than the 6-hp. engine which 
my competitor from Pine Bluff was offering. 

If ever a man was left to fight it out with his 
own conscience, that man was me. What did I do’ 
Why I did what any other man would have done 
I slipped the metal plate into my pocket and said 
to myself, “I’ll give myself time to think it over.” 

Let me tell you right here and now that thinking: 
it over spoiled my dinner entirely and made me 
mighty poor company. As far as the landing of 
the sale went, I had the business in my order book, 
but was I going to keep it knowing, as I did, that 
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although my 3-hp. engine might operate the plant, 
after a fashion, the plant really required 4 hp. to 
operate it economically and successfully? 

I was only human and wanted to keep that order 
mighty bad, but something within me kept saying, 
“Don’t do it”; so after an hour’s hard struggle with 
myself, I called Mr. Jackson aside and told him the 
truth; told him that his particular light plant was 
made in a different way from those to which my 
engine booklet referred, and that although my en- 
gine would operate it, in so doing it would over- 
work the engine; that I was afraid he might have 
constant engine trouble, or poor light; and that he 
had better let me ship my 6-hp. engine at $150, in 
order that he might have ample power and to spare. 

He seemed to appreciate my telling him about 
my discovery and asked me to show him the cut 
of the larger 6-hp. engine, which I did, but in going 
over the operating expense of it we found that this 
engine would require fifteen per cent more gasoline 
per kilowatt-hour than the 6-hp. engine which my 
competitor had offered him, so it looked as though 
my “doom was sealed,” so far as securing the order 
was concerned. But luck was with me. Mr. Jack- 
son looked up from the booklet and said, “Hender- 
son, you’ve played fair with me; now I am going 
to do the right thing by you—you can ship me the 
bill of hardware, and although I am compelled to 
buy the engine from Thompson, I need sixty squares 
of galvanized iron roofing to cover my new barn. 
I’ll buy the roofing from you, if your price is right, 
which will more than make up for the engine.” 

“Well, fellows, was my price right? You can 
bet I made it right! And my boss stood back of 
me when he heard my story, and now, after ten 
years, Mr. Livingston Jackson is one of the best 
customers we have on the books, and a good solid 
friend of mine. 

The moral, “Do unto others as you would have 
them do unto you,” holds just as good, whether you 
carry the grip or “jump the counter.” 


4 6 
Showing ‘Em 
By ARTHUR H. JACKSON 
“Old timer” with the Decatur & Hopkins Co., Boston 


EpiTor’s Note: Jackson’s story of his best sale is 
a simple one, but contains an expression to be remem- 
bered by the salesman who is marketing a new product, 
and that is: “If an article is worthy, it can be sold, 
provided the salesman believes in it himself.” Jackson 
believed in his article, consequently he “put it over.” 


HIS is not a story of a colossal sale. Most of 
4 our orders are made up of comparatively small 
items. 

Before the days of “chair slides,” “furniture 
slides,” etc., in place of casters for articles of fur- 
niture, our house had taken on the then new “Domes 
of Silence” as a specialty. They were then almost 
unknown, and did not go like wildfire, but appealed 
to me as a good thing. Probably as a result of my 
belief, I seemed to sell more than any of our other 
salesmen, and the manufacturer’s representative 
was told that fact. He told me of a town where 
their direct salesman had ~worked and had been 
unable to sell a set in the whole place. 

I agreed to go there, and called on a likely look- 
ing store. The buyer didn’t seem to see any busi- 
ness to be had in the article, but I put a set on his 
chair; he had to admit they worked fine, but couldn’t 
believe people would pay the price. 

I told them he could sell them for home use and 
on a larger scale, for hotels, etc. 
said if I would get an order for him from the big 


He scoffed and. 
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hotel, he would stock them. He evidently thought 
that settled it. , 

I went to the hotel and after much demonstrat- 
ing, the manager said he would take a few sets 
for a private dining room with only one table. 
Asked about the main dining hall, he said the chairs 
there were equipped with rubber tips and were al] 
right. I asked him to take me in, and, following 
a hunch, I looked around. As I hoped, I found 











“Was converted and gave me an order for 120 sets” 


places where the rubbers had left black marks on 
the floor, and others where the tips had worn 
enough to let the screws scratch the floors. He had 
never noticed it, but was converted, and gave me 
an order for 120 sets. 

The dealer then made up a good requisition. 

There seemed to be six stores in the town that 
looked like prospects, and, having now become en- 
thused myself, I saw the other five and sold all 
of them. I repeated the experience in other towns, 
and was convinced that if an article is worthy it 
can be sold, provided the salesman honestly believes 
in it himself. 

As for the chair tips, in later years they came 
to be standard equipment in some chair factories, 
were extensively imitated, and I think are now used 
in most good homes, as well as in hotels and other 
public buildings. 


E—E—E—Spell Success 


By ALBERT J. PFEIFFER 


Epitor’s Note: Here is a man who was at a heavy 
disadvantage because his house was much farther away 
than his rivals. But he studied his territory and his 
goods, eventually proving that “it could be done.” 


NERGY, Enterprise, Enthusiasm—these quali- 
E fications constitute the making of a salesman 
and a successful business man. 

Of course, you must have energy, referred to as 
“pep” nowadays. It is the man who is grinding 
away untiringly, who is “carrying out” the policy 
and instructions of his house—it is he who is dec- 
orated with a fat commission check at the close 
of the year. 

Enterprise is the power to think of new things 
and execute them—to do more than is expected of 
you, to invent selling plans which succeed. 

Enthusiasm is the confidence in your proposition, 
in yourself and in your ability. 

Before relating my experiences I wish to tell you 
what was printed on the cover of my order book, 
and which became my slogan for the fifteen years 
I spent on the road: 


DONE 


Somebody said that it couldn’t be done, but he with a chuckle 


IT CAN BE 


replie ' 
That may be it couldn’t, but he would be one who wouldn't 
say so till he tried. 
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go he buckled right in, wit 
if he worried, he hid it; 

He started to sing, as he tackled the thing that couldn’t be 
done—and he did it. 


h the trace of a grin on his face— 


Somebody scoffed, “Oh you’ll never do that—at least no one 
never has done it.” 

But he took off his coat and he took off his hat and the first 
thing we knew, he’d begun it. 

With a lift of his chin and a hit of a grin, without any 
doubting or quit it, 

He started to sing as he tackled the thing that couldn’t be 
done—and he did it. 


There are thousands to tell you it cannot be done, there are 
thousands to prophesy failure; 

There are thousands to point out to you, one by one, the 
dangers that wait to assail you. 

But just buckle in with a bit of a gin, then take off your 
coat and go to it; 

Just start in to sing as you tackle the thing that “cannot be 
done’—and you'll do it. 

For a number of years I covered a local territory 
within fifty miles of the house which I represented. 
Shipments were prompt and there was no great 
need of selling ability. 

Then I made a change, covering a territory 250 
to 300 miles away, which the jobber had seldom or 
never made before. I don’t believe my manager 
expected to do big things or even make it pay, but 
he was willing to give me an opportunity. I will 
always remember him kindly, for it gave me a 
chance to test a selling talk which I had in mind. 

The dealers were buying from eleven jobbers who 
were located only 40 to 72 miles from their door. 
Salesmen called every week and their shipments 
arrived within twenty-four to forty-eight hours, 
while mine would require fourteen to twenty-one 
days. I was no novice at the hardware business, 
but I had a problem to solve. 

Hardly had I introduced myself to a customer and 
told him the house I represented and its location, 
than he would say, “What are you doing up here? 
Your house has never called on us before, and I’ve 
been in business twenty-five years. I tell you, 





“T tell you, young man, it’s no use to call” 


young man, it’s no use to call; the jobbers’ salesmen 
who come here regularly have all the lines necessary 
to make up my stock. We can’t see our way clear 
to eliminate any of them.” Others would say, “It 
takes three weeks to get your goods, and we can’t 
wait as long as that; we must have our goods 
promptly.” 

I had pictured all this before going into this 
territory and planned what would be a solution, 
not only to sell enough to keep alive, but to be a 
leader, a “top-notcher,” to be in the “king row,” 
a My manager would say. 

I had confidence in my line, as being stronger, 
a general way, than any. I believed that I could 
make it convincing to these far-away dealers. 

I remember distinctly at the end of the first week 
my manager wrote me: “After spending a week 
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up there, write me what your impression is of this 


territory.” I immediately answered: “I expect to 
make this one of the best territories we have, but 
it will mean work.” 

Here was my selling plan: To Mr. Dealer, with 
his talk of “too far away,” “shipments too slow,” 
“can’t cut out my nearby. jobbers,” etc., I said: 
“You buy a great many It€ms from manufacturers; 
for instance, your wash boilers, barn-door track 











“Are you ready to buy to-day?” 


and hangers, the cutlery in that case, paint brushes 
you buy from a jobber 500 miles from here, and you 
buy them six months before you need them. Why 
do you do this?” I asked. Invariably the answer 
was, “I get exclusive lines,” or “I buy at better 
prices,” or “I like a straight line and not a mixed 
one.” 

“Good, Mr. Dealer, you are quite right; but do 
you know that I am a specialty salesman? I don’t 
expect to sell you what you buy from your local 
jobbers.” 

I used special lines, carried samples constantly, 
and worked “futures” earlier than the local jobber’s 
salesmen. One by one I added them to my honor 
list, and within a year many depended upon me for 
their future orders or looked forward to the good 
things I had to offer them. 

A dealer in a city of 50,000 had been located in 
a residence district and when he moved uptown I 
noticed that he needed a line of tools much larger 
than he had carried. He was just seventy-two 
miles from a large city whose salesmen called every 
week, and who would call again Saturday. It was 
Tuesday morning when this dealer told me that 
while he was in need of carpenters’ and machinjsts’ 
tools, he wéuld not buy from me. He said, “The 
other man will be here Saturday, and my goods will 
be in the house by Wednesday of the week fol- 
lowing.” 

I scratched my head and studied. At first I 
thought it was no use, but I had a solution. 

“Are you ready to buy to-day, and would you 
buy my line if I could get it here Saturday, and if 
I gave you the exclusive sale in your city?” 

He said he would buy, but “why talk about some- 
thing that couldn’t be done?” 

I told him I would send his order in at once by 
special delivery. This would reach the house Wed- 
nesday and would be filled the same day. I promised 
to get it out by express and pay the difference 
between freight and express. 

I made the sale, which amounted to $600. The 
express cost about $12. The tools were unpacked 
Saturday. He still carries our line. He has grown 
to be one of the leading dealers in his city, buys a 
large portion of his goods from us, and often speaks 
about how I “put over” the first order. 
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- The March of American Men 


By, JAMES H. HERON 


From the northern line to the southern pine, 

From factory, from store, from farm, from mine; 
From Atlantic’s roar to Pacific shore, 

The tramping of feet is heard once more. 
The bugles ablare ring out in the air, 
, . “Men of the nation, prepare! prepare!” 
: ia, a Hark to it then, the marching of men, 

<a Hurrah! Hurrah! for the march of American men. 


We 
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They’re two million strong, and I’m sure I’m not wrong 
When I say “they’re setting the pace right along”; 
Their thundering tread would bring smiles to the dead 

Could they see how the enemy’s morale has fled. 
He’s quaking with fear, his sneer and his leer 


James H. Heron 


Have vanished away, never more to appear; 
He’s hearing it then, the marching of men, 
Hurrah! Hurrah! for the march of American men. 
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He was broken and beaten and crushed and defeated 
When he heard the drums of America beaten; 
He’s begging for peace, but our guns’ll not cease 
Till humanity’s sure of a lasting release. 
Till the dastardly Hun and his murdering gun 
Are silenced forever, for the war he begun. 
He’s breeding it then, the marching of men, 
Hurrah! Hurrah! for the march of American men. 
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Changes in Devoe & Raynolds Co. 


A* a meeting of the board of directors of the Devoe 
& Raynolds Co., Inc., held at the general offices, 
101 Fulton Street, New York City, on Oct. 21, the fol- 
lowing officers were elected: President, W. H. Phillips; 
chairman of the board, E. H. Raynolds; first vice-presi- 
dent, I. W. Drummond; second vice-president, S. R. 
Harrington; treasurer, J. J. Alsfasser; assistant treas- 
urer, G. W. Betts; assistant treasurer, G. D. Potter; 
secretary, J. M. B. Drummond; assistant secretary, 
N. H. Cutting. 

Board of Directors: E. H. Raynolds, W. H. Phillips, 
I. W. Drummond, J. Seaver Page, S. R. Harrington, 
J. J. Alsfasser, G. W. Betts, J. M. B. Drummond, N. H. 
Cutting, S. Stanwood Menken, G. H. Phillips. 

The recent deaths of Charles C. Barrett, president, 
and George A. Meyer, treasurer, of the Devoe & Ray- 
nolds Co., brought forcibly before those who were de- 
voting themselves exclusively to the interest of the 
company the fact that the common stock was largely 
held by persons not actively engaged in the business. 

This being a most undesirable position from the view- 
point of efficiency in organization and prosperity for 
the stockholders, William H. Phillips of New York 
and John J. Alsfasser of Chicago determined to remedy 
this condition. They organized a company known as 
the D. & R. Syndicate Corporation, incorporated under 
the laws of the State of New York, and succeeded in 
purchasing from the large inactive stockholders a con- 
siderable portion of the common stock. The officers 
of the D. & R. Syndicate Corporation are: William H. 
Phillips of New York, president; S. R. Harrington of 
Chicago, vice-president; John J. Alsfasser of Chicago, 
treasurer; S. Stanwood Menken of New York, secre- 
tary. 

These gentlemen also appreciated that business of 
to-day is transacted successfully along broad lines and 
realized they, individually, could not be successful 


without the earnest co-operation of the heads of the 
departments and the employees who had also devoted 
their lives to the interest of the company, and there- 
fore resolved to inaugurate a co-operative plan among 
their employees. 

The D. & R. Syndicate Corporation have offered to 
the employees of the Devoe & Raynolds Co., an oppor- 
tunity to purchase such stock as they can successfully 
assume at the same price which the syndicate paid the 
inactive stockholders, and the employees need not pay 
cash for this stock unless they desire to do so. The 
stock is to be sold to them with six years’ time in 
which to pay for it, with the understanding that all 
dividends on the stock be applied to the payment of 
interest and principal and as soon as an employee has 
accumulated sufficient to take up any of the stock set 
aside for him it will be transferred to him individu- 
ally. 

The D. & R. Syndicate Corporation will also act 
as a savings institution for the employees for the pay- 
ment of this stock. If an employee finds he can save 
a certain portion of his salary each year he can deposit 
this with the D. & R. Syndicate Corporation, and it 
will apply to the payment of the stock he has agreed to 
purchase. If at the end of the six years the employee 
has been unable to pay for his stock and other arrange 
ments cannot be made, it will be retained by the D. & 
R. Syndicate Corporation. 

The new president, William H. Phillips, started his 
paint career thirty-five years ago. He was born in 
New York City, and received his education in the public 
schools and the College of the City of New York. His 
knowledge of paint making and paint merchandising § 
based on experience and practical tests, as he spent 
the first eight years of his business life in the Devoe 
paint factory and learned all that could be learned by 
close application. 
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Toy Manufacturers Organize War 
Service Committee 


T the call of the United Statess Chamber of 

A Commerce, seventy toy manufacturers gath- 

ered at the Hotel McAlpin, New York City, 

last week and organized a war service committee. 

Alfred C. Gilbert of the A. C. Gilbert Co., New 

Haven, Conn., was elected chairman and F. D. Dodge 
was chosen as secretary. 

It was decided that organization should be in 
groups under the following heads: Metals, Textiles 
and Compositions; Paper, Wood and Miscellane- 
ous; each group to select five manufacturers to 
serve aS a war service committee for that group. 

A letter from Butler Brothers was read which de- 
clared that “we are doing a larger and bigger busi- 
ness to-day than ever before in our history, and 
that this has been accomplished by only handling 
American-made toys speaks for itself.” 

The following’ resolution was 
adopted : 

“Shocked at the admittance of German toys into 
this country at this time, and mindful of the unspeak- 
able outrages upon children perpetrated by the same 
bloody hands that fashioned these toys, be it 

“Resolved, By the Toy Manufacturers of the United 
States, in conference assembled with the United States 
Chamber of Commerce, that a request be made to 
the Congress of the United States to immediately 
pass a law which will completely prohibit the further 
entry into our ports of German-made toys or other 
German-made goods until the Central Empires have 
submitted to an Allied peace; and be it further 

“Resolved, That Butler Brothers, in their absolute 
refusal to accept such toys be publicly commended, 
with the hope that all loyal Americans will emulate 
their splendid patriotic example and steadfastly re- 
fuse to accept, distribute or use toys made by this 
nation of fiends.” 

The personnel of the war service committee and 
of the various groups is as follows: 

METALS 

H. C. Ives, chairman, the Ives Mfg. Corp., Bridge- 
port, Conn. 

William Ritchie, Weeden Mfg. Co., New Bedford, 
Mass. 

Leo Schlesinger, Leo Schlesinger & Co., 66 Wooster 
St. New York. 

W. E. Carmichael, American Stamping Co., 238 Third 
Street, Elizabeth, N. J. 

L. S. Bixler, Kenton Hardware Co., Kenton, Ohio. 


TEXTILES AND COMPOSITIONS 

B. E. Fleischaker, chairman, Fleischaker & Baum, 
45 Greene Street, New York. 

J. P. Averill, Averill Mfg. Co., 37 Union Square, 
New York. 

J. L. Amberg, Louis Amberg & Son, 101 East Six- 
teenth Street, New York. 

B. Goldenberg, Aetna Doll & Toy Co., 46 Greene 
Street, New York. 

George H. Dessart, Dessart Bros., 503 Metropolitan 
Avenue, Brooklyn, N. Y. 


PAPER 

nee S. Parker, chairman, Parker Bros., Salem, 
ass. 

C. E. Graham, Chas. E. Graham & Co., 28 West 
Twenty-third Street, New York. 

M. Pretzfelder, Paper Novelty Mfg. Co., 225 East 
Thirty-sixth Street, New York. 

F. P. Klein, Milton Bradley Co., Springfield, Mass. 
i. F. Seward, McLoughlin Bros., 890 Broadway, 
New York. 


unanimously 
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ALFRED C. GILBERT, 


of the A. C. Gilbert Co., New Haven, Conn., who haus 

been elected chairman of the War Service Committee 

of the Toy Manufacturers of the United States. This 

young leader in an important industry was a famous 
athlete in his college days 


WwooD 


Harrie C. White, chairman, H. C. 
Bennington, Vt. 

A. F. Schoenhut, The 
Street, Philadelphia, Pa. 
A. B. Clark, Readsboro Chair Co., Readsboro, Vt. 

G. A. Fox, Milton Bradley Co., Springfield, Mass. 
J. J. Schneider, Buffalo Sled Co., North Tonawanda, 
¥: 


White Co., North 


A. Schoenhut Co., 2215 Adams 


N. 
MISCELLANEOUS 


Alfred C. Gilbert, chairman, the A. C. Gilbert C 
New Haven, Conn. 

Hugo Reésenstein, Ideal Aeroplane & Supply Co., 
West Broadway, New York. 

L. Sametz, Louis Sametz, Inc., 554 Hamilton Avenue, 
Brooklyn, N. Y. 

R. C. Hynds, J. A. Deknatel & Son Co., Wythe Avenue 
and Heyward Street, Brooklyn, N. Y. 

Henry Montgomery, New York Rubber Co., 84 Reade 
Street, New York. 

J. Lederer, the Baumann Rubber Co., 
Avenue, New Haven, Conn. 
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492 Congress 


WAR SERVICE COMMITTEE 


Alfred C. Gilbert, chairman, the A. C. Gilbert Co., 
New Haven, Conn. 
‘B. E. Fleischaker, Fleischaker & Baum, 45 Greene 
Street, New York. 
George S. Parker, Parker Brothers, Salem, Mass. 
Harrie C. White, H. C. White Co., North Benning- 
ton, Vt. 
Harry 
Conn. 


C. Ives, the Ives Mfg. Corp., Bridgeport, 





Death of C. A. Knapp 


President of the National Hardware Association and Head of the Knapp. 
Spencer Co., Succumbs to Long Illness 


C. A. KNAPP. 


C. A. Knapp has passed into that bourne from which 
no traveler returns. His death came November 1 after 
a wasting illness that confined him to his home for many 
months. His work will live after him, for it was the 
work of an earnest evangelist of better business. 

He was born in Green Bay, Wis., in 1846, the son of 
S. A. Knapp and Lucinda A. Gilbert Knapp. He was 
married in 1870 to Sarah Elizabeth Sewell, who sur- 
vives him. To this happy union were born five children, 
of wgom Walter S. Knapp and Marguerite Knapp are 
living. Elis brother, Frank A. Knapp, of Portland, Ore- 
gon, ar . his sister, Miss Minnie Knapp, of Fond du Lac, 
Wis., also survive him. 

l_r. Knapp’s business career began in a little 20 x 40 
retail hardware store in Norwood, Iowa, forty miles 
from the railroad. From that humble beginning by 
hard, conscientious effort and sound business practice 
he gradually advanced to the head of one of the best 
known wholesale hardware houses west of the Missis- 
sippi, The Knapp-Spencer Co., Sioux City, Iowa. He 
was a most constructive power in the development of 
the West, and won national recognition as a leader in 
hardware merchandising. , 

At the time of his death Mr. Knapp was president 
of the National Hardware Association, which embraces 
in its membership all the more influential wholesale 
hardware concerns in the United States. He was one 
of the organizers of this powerful association. 

He was one of the builders of the First Congrega- 
tional Church, past president of the Commercial Club 
of Sioux City, Past Eminent Commander Columbian 
Commandery, Knights Templar, and thirty-second de- 
gree Mason. He was a man of great capacity and of 
great compassion. 

The trade to which he so generously devoted his 
business life was recently favored with a long message 
from Mr. Knapp, which was published in the last issue 
of HARDWARE AGE. 


A. H. Moore, owner of a hardware store at 917 Chi-. 


cago Avenue, Evanston, IIl., died suddenly at his resi- 
dence of hemorrhage of the brain. He was born in 
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Freeport, Ill., in 1855 and in 1903 moved to Evanston, 
where, he had since been in the hardware business. 


Richard T. Littlejohn of Clyde, N. Y., died recently 
of pneumonia in this thirty-seventh year. He was 
associated with his brother, Arthur E. Littlejohn, in 
the hardware business. 


B. Austin Coates, assistant treasurer of the Coates 
Clipper Mfg. Company, Worcester, Mass., died at his 
home, 20 Franconia Street, recently of pneumonia, fol- 
lowing a brief illness. He was born in Worcester forty- 
one years ago and was educated in the public schools, 
He graduated from the Worcester High School in 1896 
and from the Worcester Polytechnic Institute in 1900, 
after which he immediately entered business with his 
father, George H. Coates. He was well known in 
Worcester and active in fraternal and social organiza- 
tions, and a member of several clubs. He is survived 
by a widow, a daughter of S. Hamilton Coe; one son, 
B. Austin, Jr., and a daughter, Helen K. Coates. 


Frank P. Pray, aged sixty-five, died at his home at 
Bar Harbor, Oct. 29, after several weeks’ illness, He 
was one of. the first bicycle dealers of the town and 
long in business. Of his four sons three are in the navy, 


Personal and Otherwise 


T. Arthur Ireland, who for ten years was a sales- 
man for Butts & Ordway, Boston, has been commis- 
sioned a major. Mr. Ireland has had considerable mili- 
tary experience, and thoroughly enjoys army life. It 
is feared his new commission may mean that he will 
not return to the hardware game after the war. 


The unoccupied tack factory near the North Hanson, 
Mass., railroad station burned last week, probably by 
an incendiary. The factory was owned by William H. 
Bassett of Bridgewater, and his loss is estimated at 
about $2,500. 


The painters of Pittsfield, Mass., have demanded a 
new schedule of 65 cents an hour instead of 55 cents for 
an eight-hour day. The union men say a majority of 
the master painters have agreed to the new schedule. 


The McKinnon Chain Co., Buffalo, N. Y., will build an 
extensive addition to its plant at Fremont Street, Fill- 
more Avenue and the Erie Railroad, Tonawanda, N. Y. 


The Remington Arms Co., Ilion, N. Y., has filed plans 
for a one-story boiler plant, 38 x 65 ft. It has also 
awarded contract to R. Richards & Sons, Utica, N. Y. 
for a one-story addition to its kiln works, 70 x 190 ft., 
to cost $25,000. 


The Main Auto Parts Co., Waterbury, Conn., has 
been incorporated with authorized capital stock of 
$10,000. 


The Cincinnati Auto Specialty Mfg. Co., Cincinnati, 
Ohio, engaged in essential work, will remove its plant 
from its present location on Elm St. to 312 Main St, 
which will enable it to double its capacity. 


The Indiana Iceless Cooler Co., Indianapolis, Ind. 
has been incorporated with $75,000 capital stock to 
manufacture refrigerators. The directors are Frank H. 
Shanahan, John W. Losh and Edward H. Mitler. 


The Los Angeles Wire & Iron Works, 129 East 
Seventh St., Los Angeles, Cal., has been organized t 
manufacture iron and metal specialties. Andrew 
Biescar heads the company. 


The Pike Automobile & Trailer Works, Los Angeles, 
Cal., has been organized to operate a repair and part 
manufacturing plant at 317 Central Ave. Joseph L. 
Pike, 225 West Forty-seventh Place, heads the company. 
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Priorities Division Issues New Supplement Embracing New Rulings of 
Great Importance—Senate Still Busy on Tax Bill—Henry 
Ford’s 8-Hour Day Proposal Starts Arguments 


By W. L. CROUNSE 


WASHINGTON, Nov. 4, 1918. 


EW tasks which the War Industries Board has 
Prandertaken have been so important as that of 

fixing priorities. And few have been so diffi- 
cult. Every day a new question has arisen and 
new precedents have had to be worked by the Pri- 
orities Division. On July 1 the commission issued 
Circular No. 4 embodying the rules and regulations 
which were to govern priority and production. At 
the time Judge Edwin B. Parker, priorities com- 
missioner, thought these would answer all the ques- 
tions that might be asked, but the circular had 
hardly left the presses when it was found necessary 
to issue Supplement No. 1. This defined new pro- 
ceedings not covered in the original circular. But 
even this proved insufficient. A whole staff of offi- 
cials and clerks have been kept busy daily answer- 
ing the questions from manufacturers throughout 
the country about priorities. New conditions in 
the industries, also, have forced a change in some 
of the rules. Work which was looked upon as im- 
portant six months ago has become less essential 
now. New needs have arisen and new preferences 
have had to be given industries which previously 
did not need them. 

The War Industries Board helped to simplify 
many of these problems by the issuance of its pref- 
erence list two months ago. That list secured auto- 
matic priorities for a long line of industries. But 
even in this there have been found important gaps 
and further rulings and regulations have been 
needed. 

Now the Priorities Division has issued Supple- 
ment No. 2 to Circular No. 4. This is a most im- 
portant document and a long one. It embraces 
the new rulings of the division as well as a reprint 
of the amended regulations of the original circular. 

It defines anew the orders covered by the Class 
C rating. That important priority is now to be 
given to the industries on the preference list as 
Well as to the other industries which heretofore 
have had it. But it also has been given an im- 
portant extension so that in the future it will cover 
orders and work “for all necesary repairs to equip- 
ment, vehicles, implements, and machinery of every 
nature whatsoever.” 


Includes Housing Organizations 


Nes ruling also extends the automatic A-5 rating 
heretofore given to War and Navy Department 
and Shipping Board orders to include the Bureau 
of Industrial Housing and Transportation and the 
United States Housing Corporation. Another ex- 
tension of this kind is the grant of an automatic 
B-1 rating for orders placed by the Railroad Admin- 
istration as well as by telephone and telegraph com- 
panies under the jurisdiction of the Postmaster 
General. 

The automatic ratings which heretofore have been 
given “for defined purposes” under Section 8 have 
been retained, except that the automatic rating 
for the maintenance of stocks of fabricators of 
steel has been discontinued. Among the new addi- 
tions, however, are the supplements to Section 8: 


(af) For the maintenance of jobbers’ stocks of the 
following iron and steel products, other than as pro- 
vided for in subdivision (ag) hereof: Sheared, univer- 
sal-mill rolled and floor plates; blue annealed, gal- 
vanized, one pass cold-rolled and full cold-rolled sheets, 
formed roofing and siding and special finish sheets of 
all kinds; hot-rolled steel bars and small shapes, cold- 
rolled shafting, iron bars, concrete reinforcing bars, 
toe calk steel, spring steel, tire steel, hot-rolled strip 
steel, hoops, bands and rails; angles, channels, beams, 


toe bars and other structural shapes; wrought-iron - 


pipe, steel pipe, boiler tubes, mechanical tubing; rolled 
and drawn wire; wire rope; cold-rolled strip steel; 
and tool steel; and other similar iron or steel rolled 
products not of a manufactured nature; upon strict 
compliance with the conditions prescribed in this sec- 
tion and in section 9D hereof are given a B-4 rating. 

(ag) For the maintenance of jobbers’ stocks of iron 
or steel products enumerated in subdivision (af) 
above, when intended for use exclusively for purposes 
for which automatic classifications of A-6 or higher 
rating are provided in Circular No. 4 of the Priorities 
Division, and amendments thereto, or for use to com- 
plete orders covered by priority certificates of A-6 or 
higher rating, upon strict compliance with the con- 
ditions of this section and of section 9D hereof are 
given an A-6 rating. 

The Section 9D referred to specifies that pledges 
must be given by jobbers to secure these automatic 
ratings in the reports which must be made in order 
that these ratings may be retained. There is also 
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a special provision that “the automatic ratings 
apply only on orders placed by those manufacturing 
or producing the products specifically mentioned 
as entitled to the automatic ratings; they do not 
apply to orders placed by sub-contractors of such 
concerns as are manufacturing products entitled to 
the automatic ratings.” To make the securing of 
automatic ratings easier for those who expect to 
place a large number of orders, the new rulings 
provide for a collective affidavit which may be filed 
in advance to save sending a separate affidavit with 
each application for preference. 

In accordance with the new agreement between 
the War Industries Board and War Trade Board to 
give an automatic rating to goods covered by export 
licenses, the new rules contain the following as 
Section 9F: 


No application should be made to the Priorities Com- 
mittee for the issuance of priority certificates on ma- 
terials for export on which export licenses are required. 
The only application necessary in such cases is the 


application to the War Trade Board for the issuance’ 


of an export license. The War Trade Board will con- 
fer with the Priorities Committee and if an export 
license issues it will carry with it such priority rating 
as may be determined by the Priorities Committee. 
Application for priority certificates may, however, be 
made on orders for materials for export for the de- 
livery of which priority may be needed and on which 
no export licenses are required. Automatic priority 
ratings do no apply on orders for export. 

No order for special manufacture of any article 
intended for export shall be placed or accepted until 
an export license covering same has issued. 


The new rulings also include more specific defi- 
nitions concerning the administration of priorities 
with particular limitations upon manufacturers or 
producers, intended to prevent interference with 
higher priority ratings. The new provision, Sec- 
tion 14A, follows: 


Priority on an order is administered only after the 
order has been accepted by the ‘manufacturer or pro- 
ducer. In accepting an order the manufacturer or 
producer should not agree on a delivery date which will 
interfere with the delivery of any orders covered by 
priority ratings of Class AA, Class A, or Class B. 
This applies even though the party placing the order 
would be entitled to an automatic rating thereon. 
Priority ratings are designed to hold delivery dates 
contracted for or delivery dates specifically provided 
for in priority certificates. If an earlier delivery than 
that promised is needed and the public interest would 
be served by providing therefor, then application should 
be made to the Priorities Committee on the regular 
application form (Form P.C. 15), requesting the issu- 
ance of a priority certificate calling for the delivery 
date required, and setting forth the reasons justifying 
the displacement of existing orders. 


The extension of Section 23 in the original rul- 
ing is provided to cover priorities to jobbers. Fab- 
ricators of steel, deprived of their automatic rating 
to maintain stocks are also authorized to make their 
applications under this new provision. Section 23 
now reads in full as follows: 


Applications for priority should be made against the 
actual producer or manufacturer, and automatic rat- 
ings will so apply. The committee will not—save in 
exceptional cases where the issuance of a certificate 
will clearly expedite the filling of an important order 
—administer priority against jobbers, brokers, or mid- 
dlemen. However, the priority application form (Form 
P.C. 15), makes provision for orders placed through 
a jobber or agent; priority in such cases is limited to 
materials and quantities not held in stock by the 
jobber or agent and which are for direct shipment by 
the producer or manufacturer to the actual user of 
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the materials ordered. In such case the name of the 
concern through whom the order is placed appears jn 
Paragraph 4 of the application form. To the extent 
that the regular application form allows a Government 
department or a concern intending to use materials to 
request priority on orders placed through jobbers or 
agents, so to the same extent may the automatic rat. 
ings be allowed on orders placed through jobbers or 
agents. The department or concern ordering the ma- 
terials through the jobber or agent should make out 
the indorsement or affidavit as is provided in the see. 
tions allowing automatic ratings, directing such in- 
dorsement or affidavit to the concern actually produc- 
ing or manufacturing the materials desired and noting 
in the indorsement or affidavit that the order is placed 
through the jobber or agent. 


Still at Work on Taxes 


eaves of the sudden eruption of partisan 
politics in the Senate last week, the Senate 
Finance Committee remained at work longer than it 
had planned. In the interims between the election 
oratory on the floor the committee continud its 
sessions on the $8,000,000,000 war tax bill. Chiefly 
it was still a matter of rewriting the House meas- 
ure. Section after section of the Kitchin bill slipped 
gently into the Senate committee’s waste basket, 
while the latter prepared new projects to make up 
for them. One of the most important details in the 
Senate committee’s work was the draft of a com- 
promise to combine the war and excess profits pro- 
visions of the House bill with its’ discretion to the 
Treasury to levy the highest rate in each case, into 
one section. This definitely fixes the rate without 
any alternative provision. 

Of equal importance is the decision of the Senate 
committee to extend this tax, which it now calls 
a “war excess profits tax,” to individuals and 
partnerships as well as to corporations. 

The fact that the House bill limited the war and 
excess profits taxes to corporations promised a strik- 
ing discrimination in favor of individual and part- 
nership businesses, and against the corporations; 
for the individuals and partnerships would have 
been liable only to the income and surtaxes pro- 
vided by the bill, yet in many instances these busi- 
nesses would be in direct competition with corpora- 
tions compelled to pay even the 80 per cent war 
tax fixed by the measure. The discrimination would 
have been even more marked in favor of the part- 
nerships than the individuals; for by dividing the 
parnership profits among a series of members, even 
the graduated surtaxes levied against the latter 
would shrink. 

To remove this discrimination, the Senate Finance 
Committee decided to make partnerships and indi- 
viduals engaged in active business subject to the 
revised war excess profits tax. 

Under the amendment, partnerships and _ indi- 
viduals will be on identically the same basis with 
corporations, as far as the payment of war excess 
profits taxes is concerned except that the dividends 
of the corporation, if subsequently paid to the stock- 
holders, will be taxable to the latter for the purposes 
of the surtax. 

A special exemption from the war excess profits 
tax is provided for individuals and partnerships, as 
well as corporations engaged in rendering personal 
service. Corporations so exempted, however, will 
be required to pay the income tax on the same basis 
as individuals and partnerships. That is, they will 
be required to include in their taxable income the 
full distributive shares of the net income of the 
corporation for the taxable year whether actually 
distributed or not. 

All efforts to complete the bill before the Election 
holiday failed. The Senate Finance Committee, 
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however, decided to have a new print of the bill 
prepared during the short vacation, to bring down 
to date the amendments that have been adopted. 
The committee expects to reconvene before the 
end of this week, to pass upon the two big ques- 
tions left undecided—the imposition of consump- 
tion and general sales taxes. Chairman Simmons 
still hopes to have the bill ready for a final report 
to the Senate on Nov. 12. If that program can be 
adhered to, there is a possibility that the bill now 
could be written into law before Jan. 1. But there 
are still many complications not the least of which 
is the possibility of peace which might force a com- 
plete revision of the bill. 


Henry Ford Starts Discussion 

— FORD has started an interesting discus- 

sion over the relative merits of the “basic 
eight-hour day” and the “straight eight-hour day.” 
He did this in deciding in favor of the eight-hour 
day as umpire for the National War Labor Board 
in the controversy of the International Association 
of Machinists against the Wheeling Mold and Foun- 
dry Company, of Wheeling, W. Va. The only point 
in that controversy left to the determination of Mr. 
Ford was the question of the establishment of the 
“basic eight-hour day with time and a half for 
overtime and double time Sundays and legal holi- 
days.” 

Mr. Ford answered this question in the affirma- 
tive. Then he added: 

“But I cannot refrain from expressing my very 
deep conviction that the straight eight-hour day is 
much better practice than the so-called ‘eight-hour 
basic day,’ where the latter is continually and almost 
uniformly being practically exceeded in the number 
of working hours. 

“My experience, and also my reason, teaches me 
that very few emergencies ever exist in a manu- 
facturing business justifying the practice of ex- 
ceeding eight working hours per day. The strain 
of eight hours is enough, and the hours should 
never be increased except under the most extraordi- 
nary circumstances. I cannot dwell too much on 
this. For the good of the employer—and for the 
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general results, I would admonish those interested 
to adhere to the straight eight-hour day.” 


Overtime Attracts 


XPERIENCE has shown that the opposition to 

the “straight eight-hour day” without overtime 
does not come from the employers so much as from 
the workers. It is the overtime that attracts the 
workers. The testimony of Commander Parsons; 
U. S. N., before the House Appropriations Commit- 
tee, to which I have already referred in this cor- 
respondence, shed a bright light on this question. 
The workers prefer a ten-hour day with eleven 
or twelve hours’ pay to an eight-hour day with 
eight hours’ pay. And if one industry sticks to 
the eight-hour day while another indulges in over- 
time the latter gets the workers—where there is 
a shortage of help. So, although Mr. Ford’s view 
sounds very lovely on paper, it does not work nearly 
so well as he would have us think. 

Concerning the basic eight-hour day, every organ 
of the Government has been pushing us nearer to 
that as an established fact. 

“Every arbitrator who has been called by the 
National War Labor Board has decided in favor 
of the eight-hour day, said Joint Chairman Frank 
P. Walsh, in commenting on Mr. Ford’s decision. 
“These arbitrators are drawn by lot from a panel 
selected by the President. They include some of 
the largest employers in the country. The first 
was Otto H. Eidlitz, the builder. Mr. Ford speaks 
as one of the largest employers. Judge Clark of 
the Supreme Court of North Carolina, who reached 
the same conclusion, considered the matter from the 
standpoint of business, of war production, of the 
welfare of the workers and of the general pros- 
perity. 

“In addition, the Board has put the basic eight- 
hour day into effect in many industries. There- 
fore it is my hope that this question is being 
finally settled and that the eight-hour practice may 
become uniform.” 

It is the actual eight-hour day and not the basic 
eight-hour day that is essential. The decision of 
Mr. Ford will give impetus to this tendency. 


WAR INDUSTRIES BOARD 
OPPOSES TRADE EXHIBITS 


Mr. Roy F. SouLe, Editor HARDWARE AGE, New York. 


Dear Mr. Soule:—I am sure you will be interested in the following statement which is the expression 
of sentiment at a meeting of the Heads of Departments of the War Industries Board in reference to 


Trade Exhibits: 


“Trade exhibits are not necessary to the successful prosecution of the war. The labor, 
capital, time and effort can be utilized in more vital channels. With the exception of ex- 
hibits that exploit the advisability of conservation, conversion, curtailment, or substitution, 
the Board is unqualifiedly opposed to trade exhibits during the duration of the war.” 


I suggest that you give this publicity. 


Very truly yours, 


MURRAY SARGENT, 


Chief, Hardware and Hand Tool Section, War Industries Board. 
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Subscribers Make Joke of 
German Threat 


HREATS seem to be the only inex- 
T haustible ammunition of the Huns. 

We have received a few and they are 
music to our ears, for they but echo the dis- 
appointment of the Germans and Austrians 
as our campaign against Hun hardware con- 
tinues. 

These threats are anonymous. They are 
written by people who are afraid to come out 
in the open and swap punches. Many of 
them threaten the circulation of HARDWARE 
AGE. By some mysterious power subtly ap- 
plied, they threaten to undermine our sub- 
scription list, and loudly lament the fact that 
a once powerful business organ is so badly 
out of tune that it will soon be trundled off 
to the junk heap. 

Now the readers of HARDWARE AGE know 
just about how much we have heeded these 
German-made goblins. They have endeav- 
ored to innoculate us with fear, but it doesn’t 
take. One of the big reasons we continue to 
carry on the fight is the evidence of approval 
which comes in our daily mail. Since the 
July 25th issue we have received enough red- 
hot letters against German-made merchan- 
dise to fill HARDWARE AGE from cover to 
cover every week if we had printed them. 

There is one type of letter which throws 
the white light of Americanism on the Ger- 
man goblin of circulation threats. We are 
reproducing a few of these letters just to 
let these German barnacles, who cling to the 
bottom of our ship of state, see how real 
American hardware merchants are canceling 
their subscriptions. Look ’em over, Mr. Ger- 
man, and hammer out a new slug for your 
gun. You’re missing the mark with your 
subscription threat. 


For Two Stores 


Amarillo, Tex. 
Gentlemen: Inclosed please find $4 for a renewal 
of our subscription to HARDWARE AGE for this store 
and for our store at Coloflats, Col. 
Please send us two copies of “Hardware Selling 
Kinks” and five “Mr. Buyer, It’s Up to You.” 
ROBERTS & OLVER. 


Another Year 
New York, N. Y. 
Gentlemen: Inclosed please find $2 for another 
year of HARDWARE AGE. Please send me 50 copies of 
“Mr. Buyer, It’s Up to You.” 
L. LANGSAM. 


Keep Putting It to Them 


Dardanelle, Ark. 
Roy F. Soule, Editor HARDWARE AGE. 

Dear Sir: Inclosed please find my check for 
HARDWARE AGE. Permit me to add that I am enjoy- 
ing the series on “Mr. Buyer, It’s Up to You.” May 
I assure you of my hearty approval? When Germans 
sells me anything or any one else sells me any- 
thing made in Germany, it will be a cold day in 
August. I won’t have anything to do with anything 
that comes from there if I know it. Keep putting 
it to us from every angle. Respectfully yours, 

W. A. JACKSON. 


Paid Up Until 1920 
Sacul, Texas. 


Gentlemen: Here’s $4. Tell friend Soule that I’m 
paid up until 1920, if he advances the subscription 
price. Keep after that German hardware. 

I have been taking this good old HARDWARE AGE 
ever since it issued its first copy, and it gets better 
every issue. Allow me to say that your editor is a 
hustler and a fine writer, and when he says a thing, 
he says it with force and vim, and I know he is doing 
his bit to help win this bloody war. Good luck. 


JOHN T. LUCAS. 


Short and to the Point 


Henderson, N. C. 
Gentlemen: Here is our check for another sub- 
scription to HARDWARE AGE. Please send us one 
hundred copies “Mr. Buyer, It’s Up to You,” by Roy 
F. Soule. We will use these to the best advantage. 


ALLEN HARDWARE COMPANY. 


Uses Hardware Age Editorials in Local Paper 


St. Johnsville, N. Y. 
Gentlemen: The article “Mr. Buyer, It’s Up to 
You” was so good that I gave it to our weekly paper, 
the St. Johnsville Enterprise, and they printed it 
with full credit to the AcE. I am getting a lot of 
good comment from my customers. Please send me 
25 reprints of “Mr. Buyer, It’s Up to You.” Inclosed 

is the price of my subscription for another year. 
W. H. LENZ. 


Keep It Up 


Armstrong, B. C., Canada. 
Gentlemen: We certainly appreciate your articles 
on the German. Keep it up. May our check for 
next year’s subscription help. 
MACPHAILL-SMITH HARDWARE COMPANY. 


Good Luck 


Memphis, Tenn. 
Gentlemen: Inclosed please find P. O. money-order 
for two dollars for a renewal of HARDWARE AGE, 
which I certainly do enjoy reading. I study the 
advertisements from the front page to the back. 
Good luck to you and to your live wire editor, Roy 
F. Soule. 
WALTER HIPPEL. 


Unconditional Surrender 


Marlette, Mich. 
Have been reading your articles, “Mr. Buyer, It’s 
Up to You.” Inclosed find two genuine American 
dollars from H. C. Burget & Son for one more year 
to HARDWARE AGE. If you have any “Mr. Buyer” 
booklets left, please mail me a bunch to hand out. 
Unconditional surrender of Germany and Austria is 


‘the only war cry for us. 
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EMORY E. BURGET. 
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Subscription May Help Fight Hun 


Gentlemen: It gives me great pleasure at this 
time; more than any other, to send you enclosed my 
check for $2.00 in payment of my subscription for 
another year. Not only for the reason that I owe 
it, and that it is a debt that is due, and for a thing 
I want and need in my business, but that it might 
be needed to help in your fight against the Hun, a 
thing that I hope you will continue and with great 
force and results. With kind personal regards to 
Mr. Soule. W. H. HANEY. 


Be Sure to Renew 


Metamora, III. 
Dear Sirs: Please send me 25 copies of “Mr. 
Buyer, It’s Up to You,” by Roy F. Soule, in 
HARDWARE AGE of July 25th and send me the bill of 
cost. Also let me know when my time runs out, as 
I will sure renew my subscription again. 
JOS. W. THEENA. 





AMERICAN HARDWARE MANUFACTURERS’ ASSOCIATION 
and NATIONAL HARDWARE ASSOCIATION CONVENTION, 
Atlantic City, N. J., date to be decided later. Head- 
quarters, Marlborough-Blenheim Hotel. F. D. Mitchell, 
secretary, American Hardware Manufacturers’ Asso- 
ciation, 4106 Woolworth Building, New York City, and 
T. James Fernley, secretary, National Hardware Asso- 
ciation, 505 Arch Street, Philadelphia. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Chicago, Feb. 17, 18, 19, 20, 1919. Headquarters, 
Hotel Sherman. Leon D. Nish, secretary, Elgin. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Indianapolis, Jan. 28, 29, 30, 31, 
1919. M. L. Corey, secretary, Argos. 

IowA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION. The Coliseum, Des Moines, Feb. 11, 
12,13, 14,1919. A. R. Sale, secretary, Mason City. 

KENTUCKY HARDWARE AND IMPLEMENT DEALERS’ AS- 
SOCIATION, Tyler Hotel, Louisville, Feb. 25, 26, 27, 28, 
1919. J. M. Stone, secretary, Sturgis. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Kalamazoo, Feb. 11, 12, 13, 14, 
1919. Arthur J. Scott, secretary, Marine City. J. 
Charles Ross, manager of exhibits, Kalamazoo. 


MINNESOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, St. Paul Auditorium, St. Paul, Feb. 18, 19, 20, 
21, 1919. H. O. Roberts, secretary, 1032 Metropolitan 
Life Building, Minneapolis. 

MISSOURI RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, St. Joseph, Feb. 4, 5, 6, 1919. 
F, X. Becherer, secretary, 5136 North Broadway, St. 
_ Louis. 

MOUNTAIN STATES HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION AND EXHIBITION, Brown Palace 
Hotel, Denver, Colo., Jan. 21, 22, 23, 1919. W. W. 
McAllister, secretary, Boulder, Colo. 

NEw YorK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Buffalo, N. Y., Feb. 25, 
26, 27, 28, 1919. Headquarters, Hotel LaFayette; Ex- 
hibition, Broadway Auditorium. John B. Foley, secre- 
tary, 607 City Bank Building, Syracuse, N. Y. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Omaha, Feb. 3, 4, 5, 6, 1919. Nathan Roberts, 
secretary, Lincoln. 

NortH DAKOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Feb. 12, 13, 14, 1919. Place to be decided on 
later. C,. H. Barnes, secretary, Grand Forks. 

OHIO HARDWARE ASSOCIATION CONVENTION AND Ex- 
HIBITION, Columbus, Feb. 18, 19, 20, 21, 1919. James 
B. Carson, secretary, Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION, Oklahoma City, Dec. 10, 11, 12, 1918. 
W. B. Porch, secretary, 204 Indiana Building, Okla- 
homa City. 







Coming Conventions 


Renewal and the Oath 


east Merideth, N. Y. 
Enclosed please find check of $2.00 in payment of 
my subscription for HARDWARE AGE. If you have 
any copies of “The Oath” left which appeared in 
your last issue, 1 would very much like to have you 
send me one hundred. W. D. BEARDSLEY. 


Particularly Mr. Buyer 
Derby Line, Vt. 

Enclosed is my check for the renewal of my sub- 
scription to HARDWARE AGE. I wish to express my 
appreciation of the many articles of interest to hard- 
ware men which this magazine always contains, and 
particularly your article entitled “Mr. Buyer, It’s Up 
to You.” I would like very much to get several 
copies of your article in the issue of July 25 under 
the above title, as I think I can place these where 
they will be appreciated. Again thanking you for 
the many articles which appear from time to time. 
R. J. HUNT. 


OREGON RETAIL HARDWARE AND IMPLEMENT DEALERS’ 
ASSOCIATION CONVENTION, Portland, Jan. 21, 22, 23, 34, 
1919. E. E. Lucas, secretary, Hutton Building, Spo- 
kane, Wash. 

PACIFIC NORTHWEST HARDWARE AND IMPLEMENT As- 
SOCIATION CONVENTION, Spokane, Wash., Jan. 15, 16, 
17, 1919. E. E. Lueas, secretary, Hutton Building, 
Spokane. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, Pittsburgh, 
Feb. 11, 12, 13, 14, 1919. Sharon E. Jones, secretary, 
Fulton Building, Pittsburgh, Pa. 

WESTERN RETAIL IMPLEMENT, VEHICLE AND HARD- 
WARE ASSOCIATION CONVENTION, Kansas City, Mo., Jan. 
14, 15, 16, 1919. H. J. Hodge, secretary, Abilene, Kan. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Milwaukee, Feb. 5, 6, 7, 1919. 
P. J. Jacobs, secretary, Stevens Point. 


Obituary 


William B. Dayton, member of the firm of W. B. 
Dayton & Son, Brooklyn, N. Y., manufacturers of tin- 
ware, died at his home, 291 Schermerhorn Street, re- 
cently in his eighty-ninth year. 


Henry Otis King died at his home, 68 Summer 
Street, Claremont, N. H., recently. He was born in 
Bellows Falls, Vt., and went to Claremont in 1901 and 
formed a partnership with Oscar B. Rand and Edward 
A. Ball under the firm name of Rand, Ball & King 
Company. Mr. King was an active church worker and 
connected with several fraternal organizations. He is 
survived by a widow and one daughter. 


O. A. Kruschke, president and treasurer of the Pease 
Hardware Company, Superior, Wis., died recently at 
his home there. He was 45 years old and was a resi 
dent of Superior for many years. 


Wilbur Kerkman of Kerkman & Young, hardware 
merchants of Van Horne, Iowa, died there recently. 


Charles O. Robbins, 56 years old, for more than 
thirty years engaged in the hardware business in 
Brattleboro, Vt., died at his home following a long ill- 
ness. He was born in Chester, Vt., and was a graduate 
of the Goddard Seminary. He is survived by a widow 


Arthur F. Hoerle died recently at his home in Tor- 
rington, Conn., from pneumonia. He was superinten 
dent of the block and forge department of the Union 
Hardware Company. He was in his twenty-fifth year. 

E. C. Tomlinson, junior member of the Smith & Tom- 
linson Hardware Company, Hillsboro, Tex., died there 
recently. Mr. Tomlinson was very well known in hard- 
ware circles. He is survived by a widow and one 
daughter. 
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‘Trade Conditions and Iron, Steel and Hardware Prices 


NEW YORK 


Office of HARDWARE AGE, 
New York, Nov. 2, 1918. 


SURVEY of general hardware market conditions 

for the past week indicated a decided weakness in 
both the wholesale and retail trades. To a great extent 
this is due to the general belief that if cessation of 
hostilities really occurs there might be a slump in 
prices, although many buyers don’t agree with their 
principals in this respect. Then, another reason for 
this lull in the market can be readily traced to the epi- 
demic of Spanish influenza, which though somewhat 
subsided in certain sections, is still playing havoc. 
Manufacturers, jobbers and retailers alike report being 
seriously handicapped on account of the number of 
men still laid up. 

Tool manufacturers report orders coming in as freely 
as usual, but on account of the heavy pressure of direct 
government orders, they are unable in a great many 
cases to give any definite shipping promises to the trade. 

The Conservation Division of the War Industries 
Board issued a statement under date of Oct. 25 refer- 
ring to the curtailment of the output of pocket and pen 
knives, which included a new schedule of the number of 
patterns the manufacturers are restricted to. This 
statement in part reads as follows: 

“It appears that manufacturers of pocket knives are 
making a greater variety of styles than is necessary in 
time of war and that it will be entirely practicable to 
effect a material reduction as a measure of conserva- 
tion. It is essential that styles involving the unneces- 
sary use of materials and capital be discontinued. 
Economies in transportation and packing are also most 
desirable and to this end it is imperative to save every 
available cubic inch of car carrying capacity, and also 
that the use of paper and paper-board of any sort for 
packing be eliminated where it is not absolutely essen- 
tial. 

“The date of discontinuance of manufacture of all 
knives that are to be eliminated is to be in all cases 
April 1, 1919, and no additional materials for such 
patterns are to be ordered after receipt of this new 
schedule except to balance up existing stocks for manu- 
facture before that date.” 

AUGER BITS AND SHIP AuGERS.—The Snell Manufac- 
turing Company, Fiskdale, Mass., quotes auger bits as 
follows: 

Jennings’ Pattern, 25 per cent, and “Extra,” 40 per cent, 
discount. Bates and Jennings’ Pattern, blued. have been dis- 
continued. Solid center ship augers are 30 per cent discount. 

Auto ACcESSORIES.—The Perma-Loc Mfg. Company, 
Board of Trade Building, Scranton, Pa., quotes the fol- 
lowing net prices: 

Perma-Loec Patch, 50c., $1. $1.50; Perma-Loc carbon re- 
mover, each 60c., $1, $1.50; Perma-Loe valve grinding com- 
pound, 4 oz. 35¢., and 1 Ib. $1; and Perma-Loc radiator 
cleaning compoupnd, each 50c. 

CLAMPs.—J. H. Williams & Co., 150 Hamilton Ave- 
nue, Brooklyn, N. Y., quote drop-forged clamps as 
follows: , 

“Cc” form Agrippa, Light Service, Tool Makers’ 
can, 10 and 10 per cent; Machinists’, Vulcan. 10 and 
cent, and Strap, Vulean, 10 and 10 per cent discount. 

GRAPHITE Propucts.—The Joseph Dixon Crucible 


and Vul- 
10 per 


Co., Jersey City, N. J., quotes as follows: 
es 


Dixon’s Silica-Graphite Paint, 


gal. in pail (6 in case), 
5: 1 gal. (6 in case), $: 


per gal., $3.55; 3.40; 5 gal. in keg, $3.05 
per gal.; 10 gal. in keg, $2.55 per gal.: ™% bbl. (25 gal.), 
$2.47 per gal.; barrels (about 50 gal.), $240 per gal. Car- 
penters’ pencils No. 537—7 in. Dixon’s Framers, maroon 
finish, bevel gold stamp H leads are $6.38 per gross. 
NAILs.—A visit to the warehouse of any of the New 
York distributors of wire and cut nails will convincingly 
prove how badly stocks are depleted. It is absolutely 
impossible for dealers to obtain any immediate ship- 
ments, even if they can produce government orders. 
This situation is becoming worse every day and the 
prospects for dealers getting any supplies in the very 
near future look very por. What little stock there is 
on hand is being used in filling direct government ship- 
ments. The New York manager of one of the largest 
nail distributors in the country said that this particular 
branch, which was accustomed to receiving, in normal 
times, three carloads of nails every day of the week, 
has not received one carload in the past two months. 
We quote: Wire nails, in store, are $4.75 base per 
and delivered within carting limits, $4.85. Cut nails, 
store, are $6 and delivered by jobbers, $6.10 base per keg. 
WINDOW GLASsS.—The domestic demand, at the pres- 
ent time, is very slim, except for immediate repair work. 





keg 
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Structural repair work is at a complete standstill. The 
export demand for shipments to Central and South 
America still keeps up in good volume. Local distribu- 
tors report having received quite a few inquiries during 
the past week for large shipments of window glass fo: 
our Allies abroad. 

Single strength, A and B, all sizes, 77 per cent; double 
strength A, all sizes, 79 per cent; double strength B, all 
sizes, 81 per cent, with AA quality ranging from 70 to 72 
per cent discount from jobbers. Gs 

LINSEEL O1L.—The market in this field during the 


past week is reported as having been very poor. The 
following are the prices quoted to-day: 
Linseed oil, raw, city brands, is $1.60 per gal. for 5 or 


more bbl, and $1.61 in less than 5 bbl. 
_ State and Western oil from $1.53 to $1.55 per gal. accord- 
ing to the seller; smaller quantities $1.56 to $1.58 per gal., 
according to seller. For December and further delivery, 
$1.53 to $1.56 per gal. P 
Rope.—Prices remain as quoted in last week’s issue, 
The local demand still continues very good. The manu- 
facturers are now preparing their bids on an order 
received this week from the Hardware and Metals 
Division of the Quartermaster’s Department at Wash- 
ington, D. C., for 3,000,000 Ib. of Manila rope. 
' Manila rope prices are as follows: Manila rope, first grade, 
is 33c.; second grade, 32c., and third grade, 28c. base per Ib 
Manila bolt rope is 38c. per Ib. 
Sisal rope, first grade, is 23c., and second grade, 20c., base 
per lb. Hide, bale and hay rope, medium oiled, first grade, 
is 23144c., and second grade, 20\4c. base per Ib. 


Tarred lath yarn is, first grade, 23c., and second grade, 
20c. base per Ib, 
NAVAL SToRES.—The market prices this week 


for pure gum turpentine has risen to 70c. per gallon 
in barrel lots; export packing, two 5-gallon cans to a 
case, 85c. per gallon. Shipments from the South are 
quite discouraging, as freight space on the coast liners 
is very scarce. Most of this space is now being given 
over to cargoes of cotton, etc. 

Gum rosin is being quoted as follows, in lots of 10 to 20 








bbl, f.0.b. New York: Grades B. C. $15.75-$16; D. $15.75- 
$16; E. $16-$16.25; F. $16.25-$16.50; G. $16.25-$16.50; H. 
$16.50-$16.75 ; I. $16.75-$17; K. $17-$17.25; M. $17-$17.25; N. 
$17.25-$17.50; W. G. $17.50-$17.75; W. W. $17.75-$18 per 


every 280 Ib. gross weight. 

SPoRTING Goops.—Alfred W. Law, manager of Abbey 

& Imbrie fishing tackle division of Baker, Murray & 
Imbrie, Inc., has made the following statement for the 
benefit of HARDWARE AGE readers: 
_ “Eighteen months of being at war have provided our par- 
ticular business with a long enough period of observation 
and experience for us to draw some conclusions as to the 
effect of war-time conditions upon tackle sales. At the out- 
set we were obliged, as were most other American concerns, 
to go forward with only a lot of guesswork to guide us; but 
now we believe that we have our business feet on enough 
bed-rock to give us a solid foundation for confidence and 
sound action even though surrounded by all the new con- 
ditions which war must necessarily bring to us. 

“In the final analysis we have found that there are four 
factors which have kept war-time tackle sales at their usual 
level: 

“(1) The vitality of the sport itself. The desire to fish, 
once implanted in a man, does not easily die. 


“(2) The ‘fish-for-food’ campaign conducted by the U. 8 


Food Administration. This has started a lot of new people 
fishing and stimulated the old fisherman to fish more. ; 
“(3) The taking up of fishing by men at our army train- 


ing camps that are near any kinds of water affording this 
sport. This has been amply demonstrated by the sales made 
by our dealers in the vicinity of S. Cantonments and 
Camps. 

“(4) The fact that the majority of anglers are older men 
who do not fall within those classes of the draft subject to 
immediate call. 

“Under the above circumstances fishing tackle has proven 
itself to be one of the staunchest lines that a dealer can 
handle in these days of merchandising uncertainties. 

“Our 1918 sales will equal, and probably exceed those of 
1917, while our advance orders for 1919 indieate at least a 
30 per cent increase in volume. 

“Apparently a number of dealers now realize exactly the 

same thing we do—that is, the tackle demand for the coming 
season will tax all the ‘tackle resources of this country as 
well as those that are open to us through import. Obviously 
also most dealers have cleaned out their stocks, because we 
are receiving now more “ship-at-once” orders than we have 
had in many previous years. 
“As an example of how some are anticipating 1919 needs. 
one town in the Middle West which bought of us only $200 
worth last year has already ordered to the extent of $1,200 
worth this coming season. 

“Let me say here that those concerns are lucky who havé 
on hand whatsoever of Japanese poles, trout baskets, leaders. 
gut linen lines or agates. 
“These goods are going to be ‘tight’ in 1919. Some cannot 

imported any more. Freight on Japanese poles is pro- 
hibitive. The Spanish government is now requiring a license 
to ship gut out of the country. The English government 
controls all of the flax, thus making a scarcity of linen. and 
on top of this the United States Government is diverting 4 
good deal of flax for the manufacture of war material 

“As regards our own supplies we believe now that we 


he 
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going to be able to give our dealers very good service gen- 
erally Ot course ours is a wide and complex stock which 
catalogs 16,000 different items and as such it is bound to 
show shortages in some groups of goods. But by making 
judicious and acceptable substitutions here and there for 
some numbers and by anticipatory buying on our part we 
feel sure that our dealers are going to be well taken care of. 

“we are NOT advising merchants to load up excessively, 
put we are urging that they cover their requirements full) 
and at the earliest moment. The late buyer of any kind of 
merchandise, it seems to us, is not going to be very favorably 
situated the coming year, and while we don’t want to start 
a stampede we do want our customers to exercise a little 
more foresight than usual.” 

Hinces.—The Lawson Mfg. Co., Chicago, IIl., quotes 
jamb steel hinges as follows: 

Steel, 334% and 10 per cent, and brass 3314, per cent dis- 
count: lavatory hinges are, brass, 33% per cent; matchless 
mortise floor, 40 and 5 per cent; screen door, steel. 25 and 5 
per cent; surface floor, Nos. 500, 600, 900, 20 and 5 per cent, 
and Jamb, “Nu” steel, 33144 and 10 per cent discount; Jamb, 
“Nu” brass hinges are 3314 per cent. 

Wire CLoTH.—The American Wire Fabrics Co., Chi- 
cago, Ill., quotes wire cloth, galvanoid electro, zincked 
after weaving, per 100 sq. ft., 12-mesh, $2.75; 14-mesh, 
$3.20; 16-mesh, $3.70, and 18-mesh, $4.50. 

Toot CHESTs.—The Union Tool Chest Co., Roches- 
ter, N. Y., quotes Union tool chests as follows, each: 

A, $11.87; AA. $12.67: B, $10.40; BB, $11.05; BBB, $13.65; 
D, quartered, $6.99; DD, quartered, $7.15; DD, covered, 


CHIC 


Office of HARDWARE AGE, 
Chicago, Nov. 2, 1918. 


HERE has been a decided betterment in trade condi- 

tions during the past week, due in a great measure 

to the partial abatement of the influenza epidemic. Job- 

bers report that goods are again coming along in fairly 

good volume and retailers say their trade has picked 
up very noticeably. 

Seasonable weather has also had some effect. The 
past two weeks have been marked by rains and some- 
what colder weather, and this has caused a better move- 
ment of fall merchandise. 

Local jobbers are calling particular attention to the 
pledges which must be exacted of dealers purchasing 
building paper, roofing felt or prepared roofing. The 
pledge permits the sale of building and roofing papers 
for the follow purposes: 

(a) To the United States Government and the Allies. 

(b) To war construction or non-war construction, 
licensed or authorized by the War Industries Board. 

(c) To structures in which its use may be allowed by 
permit of the War Industries Board. 

(d) To buildings constructed for essential uses and 
costing not to exceed $2,500. 

(e )To repairs and replacements. 

The pledge need not be executed by consumers, as it 
is incumbent upon the dealer or seller to see that the 
goods are intended or used for the purposes required by 
the pledge. 

Very few price changes have been reported during 
the past week, and there seems to be a general tendency 
on the part of manufacturers to mark time and await 
developments. Cash sales and collections are above 
normal. 


BapBitt METAL.—Sales are very satisfactory and job- 
bers report shipments from the makers have improved 
greatly. Orders are still being taken subject to stock 
on hand and at prices ruling on date of shipment. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
babbitt metal, 1344c. per Ib.; Revenoc, 22c. per Ib. 

BuTCHER KNIvES.—There is little change in the situ- 
ation as regards kitchen cutlery. Manufacturers are 
far behind with their orders and jobbing stocks are be- 
low normal. The demand is apparently as heavy as 
usual. Orders are now coming in daily for carving sets 
and also for various forms of killing and skinning 
knives. Prices continue firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Butcher 
knives with coco-bolo handles, 6-in. blade, $5.25 per doz. ; 
7-in. blade, $6 per doz.; 8-in. blade, $7 per do _with ebony 
handle, 6-in. blade, $5.75 per doz.; 7-in. blade, $7.50 per doz. ; 
8-in. blade, $9.25 per doz.; 10-in. blade, $12 per doz. ; 
12-in. blade, $16.75 per doz.; 14-in. blade, $ 







od 


20.75 per doz.; 
beechwood handle, fastened with 3 saw-screw brass rivets, 
6-in. blade, $4.50 per doz.; 614-in. blade, $4.75 per doz. ; 7-in. 
blade, $5.25 per doz.; 8-in. blade, $6.25 per doz. ; 9-in. blade, 
$8.25 per doz.; 10-in. blade, $10 per doz.; 12-in. blade, $13.50 
Per (loz.; 14-in. blade, $17 per doz. 

BUILDING PaPER—The building paper situation 
shows little if any change. Shipments are slow and 
none of the jobbers have surplus stocks. Local con- 
cerns are carrying only staple lines and sizes in stock, 
the special grades being sold subject to factory ship- 
ment. No price changes have been reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: Red rosin 
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$7.80; DDD, quartered, $8.28; DDD, covered, $8.61; E, 
quartered, $9.10; EE, quartered, $10.40; F, quartered, $8.12 
F, covered, $8.77; FF, quartered, $9.26; FF. covered, $9.59: 
G, paneled, $5.46; GG, plain, $6.04. 

GRINDERS.—Luther Grinder Mfg. Co., Milwaukee, 
Wis., quotes grinders as follows, namely: 


No. 14, Mechanic Special No. 4M............. ..--ea. $2.86 
No, 15, Mechanic Special No. 5M............. randiie 2 
No. 16, Mechanic Special No. 6M............2..c0e. ea 5.3 
No. 17X, Mechanic Special No. 7M............ - ea. 

Be RE. ee. GIONS 0. bak go acca bwbew ase or ea 

i a nn en ccc ks eee. Rave eae ake wee adele ea 

No. 63, Parm Special 2c... cccecues Pick ad cman ea 

ey Bt EE eas dae Gadteewcnsae cise enaaees ea 

CO RP ty ere wind oe 

No. 309, Power Bench Grinder..... Seutadeuuan ea 

PEG SEO ee Pe WEP ec css nccscnenseevs ea. 
ee ee ee é ea. 





CastTerS.—The M. B. Schenck Co., Meriden, 
quotes casters as follows: 

Steel Gem, iron wheel, pol., 30 per cent; Steel Gem, iron 
wheel, unpolished, 45 per cent; Iron Gem, Nos. 437 and 637, 
15 per cent; Iron Gem, No. 837 and larger, 60 per cent, and 
Yale, 35 per cent discount from list. 

ENAMELED WARE.—The Vollrath Co., Sheboygan, 
Wis., quotes as follows: 

New Idea kettles, cast iron, 10 per cent; Imperial hollow 
were, cast iron, 10 per cent, and enameled ware, steel, white 
and white, and special blue, 10 per cent discount 


AGO 


sheathing paper, 20-Ib. rolls, 72¢. per roll; 25-Ib. rolls, 90« 
per roll; 30-lb. rolls, $1.08 per roll 

_ ALARM CLocKs.—Sales are slightly lighter than dur- 
ing the summer months, the farming districts showing 
a decrease in demand. There is still a decided shortage, 
however, and the demand in the manufacturing centers 
is as heavy as ever. Prices are unchanged, but are very 
firm as quoted. 

We quote from jobbers’, stocks, f.o.b. Chicago: The Amer 
ican alarm clock, in less than dozen lots, $11.04 per doz.; in 
dozen lots, $10.64 per dozen; in case lots of 4 doz., $10.37 per 
doz.; Lookout alarm clocks, less than dozen lots, $13.87 per 
doz.; dozen lots, $13.46 per doz.; case lots of 2 doz., $13.07 
per doz.; Tattoo alarm clocks, dozen lots, $24 per doz.; case 
lots of 50, $23.33 per doz.; Slumber Stopper, radium dial, 
dozen lots, $30 per doz.; Big Ben and Baby Ben, $2 each 

HAND TOILET CLIPPERS.—While the demand has 
dropped off to some extent, particularly in the farming 
sections, sales in general are still above normal. A 
large part of the output is said to be going to the Gov- 
ernment. Prices are firm.. Jobbers have only light 
stocks. 

We quote from jobbers’ stocks, f.o.b. Chicago: Yankee 
clippers, $1.45 each; Success clippers, $1.65 each; Triumph 
clippers, $1.95 each; Khedive clippers, $1.45 each. 

EAVES TROUGH AND GUTTER PIPE—There is a very 
fair demand, but sales are mainly for repair work. 
Local jobbers are accepting orders subject to stock on 
hand only and no futures are being taken at current 
prices. 

We quote from jobbers’ stocks, f.o.b. Chicago: 29-gage, lap 
joint eaves trough, 5-in., $7.60 per 100 f{t.; 29-gage conductor 
pipe, 3-in., $7.50 per 100 ft. 

FILES.—Local stocks are badly broken. Few if any 
retailers have what might be termed complete stocks. 
The mills, shops and factories are the principal pur- 
chasers at this time, very few sales going to the build- 
ing trades. The new discounts are now in effect with 
all jobbers in this territory. 

We quote from jobbers’ stocks, f.o.b. Chicago the following 
discounts from standard lists: Nicholson files, 40-10: New 
American, 50-10; Disston, 40-10; Black Diamond, 40-714. 

GLASs, PUTTY AND GLAZIERS’ PoINts.—The glass 
situation is practically the same as at our last report. 
It is very doubtful if any new glass will be made before 
the new year and there is considerable uncertainty in 
regard to future market conditions. Local sales are 
very light, with nothing to indicate improvement until 
the war is over. Neither jobbers nor retailers have 
heavy stocks, but there is no local shortage. In all prob- 
ability prices will be higher next season, on account of 
the increased costs of production. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single- 
strength A, all sizes, 77 per cent off; single-strength B, first 
three brackets, 77 per cent off; all sizes of double strength A, 
79 per cent off. 

We quote from jobbers’ stocks, f.o.b. Chicago: Putty, in 
100-Ib. kits, $4.25; glaziers’ points, No. 1, No. 2 and No, 3, 
1 doz. to a package, 60c. per pkg. 

GUNS AND AMMUNITION.—There is a very heavy de- 
mand for both guns and ammunition, which is rapidly 
cutting down the jobbing stocks of this section. The 
heaviest sales are in the single and double barrel shot- 
guns of standard gages. Prices are same as last 
quoted, but the market is particularly firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single bar- 
rel shotguns, 12-gage, 30 or 32 in. barrels, with plain extrac- 
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tor, $7.50 each; with automatic ejector, $7.85 each; 12-gage 
double barrel guns, with hammer, $14,50 each; hammerless, 
$17.50 each. 

No. 22 short 
No. 32 short semi-smokeless, 
No. 22 long semi-smokeless, $6 
semi-smokeless, rim fire, $13.50 
20-5 per cent. Peters’ target shells. smokeless, 3 dram 
powder, 11% oz. shot, 1 to 10, $48 per thousand; Peters’ 
Referee, semi-smokeless, 3 drams powder, 1 oz. shot, 1 to 10, 

37 per thousand. Discount, 20-21% per cent. 

GALVANIZED WARE.—Galvanized ware continues to be 
in heavy demand, while the available supply is appa- 
rently growing smaller all the time. The production 
is only about half what it was last year at this time and 
the Government is still taking the greater part of the 
finished product. There is little likelihood of any imme- 
diate betterment in the situation and shortages are ex- 
pected to become even more acute. Further price ad- 
vances would prove no surprise to local jobbers. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
galvanized tubs, No. 0, $12.35 per doz.; No. 1, $15.20 per 
doz.; No. 2, $17.10 per doz.; No. 3, $20 per doz.; medium 
grade, heavy galvanized tubs, No. 100s, $22.30 per doz., No. 
200s, $25.20 per doz.; No. 300s, $28 per doz.; common gal- 
vanized pails, 8-qt., $4.70 per doz.; 10-qt., $5.30 per doz. ; 
12-qt., $5.85 per doz.; 14-qt., $9.15 per doz.; 16-qt., $10 per 
doz.; 18-qt., $11.60 per doz.; 20-qt., $15.20 per doz. 

Woop HANDLES.—The wood handle situation showed 
some slight improvement during the past two weeks, 
particularly as regards hammer and hatchet handles. 
Axe handles are still decidedly short and in many cases 
jobbers have been compelled to cut down their orders. 
Prices are very firm on the following basis: 

We quote from jobbers’ stocks, f.o.b. Chicago: Best qual- 
ity, second growth hickory axe handles, $6 per doz.; extra 
quality hickory. $4.50 per doz.; No. 1 hickory, $3.75 per doz. ; 
No. 2 hickory, $3 per doz.; No. 1 railroad pick handles, $4.50 
per doz.; 14-in. second growth hickory hammer and hatchet 
handles, $1.50 per doz.; 14-in. medium quality, 85e. per doz. 

IcE CREAM FREEZERS.—Jobbers express the belief 
that shortages in ice cream freezers will prevail during 
the next season on account of the great curtailment in 
output. They are accepting no orders for future deliv- 
ery at current prices, but are selling from stock for 
immediate shipment and subject to stock on hand. 

We quote from jobbers’ stocks, f.o.b. Chicago: White 
Mountain Freezer, 1-qt., $2.40 each; 2-qt., $3.00 each; 3-qt., 
$3.60 each; 4-qt., $4.25 each; 6-qt., $5.40 each; 8-qt., $6.95 
each; 10-qt., $8.85 each; 12-qt., $11.25 each; 15-qt., $13.35 
each; 20-qt., $17.30 each; 25-qt., $22.20 each. 

The Improved Arctic Ice Cream Freezer, 1-qt., $2.00 each; 
2-qt., $2.40 each; 3-qt., $2.75 each; 4-qt., $3.45 each; 6-qt., 
$4.35 each; 8-qt., $5.60 each; 10-qt., $7.30 each; 12-qt., $8.70 
each; 15-qt., $12.15 each. 

LAcE LFATHER—Sales continue very satisfactory, 
although there has-been a slight falling off in the de- 
mand from the farming section. Sales in the larger 
cities and the manufacturing centers are particularly 
heavy. 

We quote from jobbers’ stocks, f.o.b. Chicago: Rawhide 
lace leather, %-in., $1.65 per 100 ft.; 4-in., $2 per 100 ft.; 
Chrome lace leather, %-in., $1.20 per 100 ft.; %4-in., $1.50 
per 100 ft. 

Nuts, Botts AND LAG ScrEws.—The Government 
continues to absorb the greater part of the nut and 
bolt output, with the result that very little stock is 
available for purely domestic use. Retail sales are gen- 
erally lighter than during the early fall, but are still 
very fair. Jobbers and dealers alike complain of short 
stocks and inability to get merchandise. Without doubt 
the shortage will be more keenly felt in the spring, 
when the retail demand is heavy. Quotations are un- 
changed. 

We quote from jobbers’ stocks, f.ob. Chicago: Machine 
bolts up to % x 4 in., 40-10 per cent discount; larger sizes, 
25-5 per cent discount; carriage bolts up to % x 6 in., 40 per 
cent discount; larger sizes, 20-5 per cent discount: hot 
pressed nuts, square, $1.05 off, and hexagon, 85c. off per 
100 Ib.:; tire bolts, 40-5 per cent discount; stove bolts, 60-10 
per cent discount; lag screws, 40 per cent discount. 

NAILS.—There is little new in the nail situation, 
although shipments during the last few weeks have 
shown some improvement. The available supply is still 
light and local jobbers would have little difficulty in dis- 
posing of several times the amount received. Very few 
retail dealers have anything like complete stocks. Job- 
bers are still limiting shipments to the retail trade. 

We quote from stocks, f.o.b. Chicago: Common 
wire nails, $4.30 cement coated nails, $4.20 
per keg base. 

APPLE PARERS.—Jobbers report a falling off in sales, 
due to the fact that most retailers are now suppplied. 
Sales have been exceptionally heavy this season on ac- 
count of the heavy fruit crop and the high prices paid 
for dry products. 

We quote from jobbers’ stocks, f.o.b. Chicago: Goodell’s 
No. 98 apple parer, $10.80 per doz.; Reading Hardware Co.’s 
No. 78, $11.40 per doz.; Scott’s No. 65, $18 per doz.; White 
Mountain apple parers, $8.40 per doz.; Turn-Table apple 
parers, $11.40 per doz. 

CipeER PrEssES.—Jobbing sales of cider presses are 
very light at this time, but there is still a good demand 
from retail sources. Local jobbers have allowed their 


semi-smokeless cartridges, $5 per thousand; 
rim fire, $11.75 per thousand ; 
per thousand; No. 32 long 

per thousand. Discount, 


jobbers’ 
per keg base; 
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stocks to run down and in case of heavy orders would 
have shipments made from factory. 

We quote from jobbers’ stocks, fo.b. Chicago: Eagle 
brand cider presses, Junior size, $16.80 each; medium Size, 
$22.40'each; Senior size, $30 each; family size, $9.60 each, 

RooFING PAPER.—While there is a decidedly light 
local demand for roofing paper, yet shipments from the 
mills are so slow that stocks are much lighter than 
usual. Dealers are now required to sign a pledge to 
the effect that the paper purchased is to be used for 
essential work. The price advances of last week have 
been taken by all local jobbers and are firmly held. 

We quote from jobbers’ stocks, f.o.b. Chicago: Guaranteed 
rooing paper, 1-ply, $1.65 per sq.; 2-ply, $2.14; 3-ply, $2.65: 
tan surface competition roofing, 1-ply, $1.08; 2-ply, $1.29; 
3-ply, $1.50. 

Post Hote Diccers.—There is only a fair demand 
this fall, due mainly to the difficulty experienced by the 
farmer in getting barbed wire and other fencing ma- 
terial. The price of labor has also been a factor in 
holding back sales. Prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. Chicago: Iwan pattern 
post hole augers, 20 per cent discount; Eureka pattern dig- 
gers, $16 per doz.; Atlas pattern diggers, $17 per doz.: Her- 
cules pattern diggers, $18 per doz. 

RAZORS AND BLADES.—The razor situation is not 
showing any improvement. Many of the better known 


._makes of safety razors are now practically off the mar- 


ket, and with the new draft under way the Government 
is expecting to take a still larger part of the razor out- 
put. Open blade razors are somewhat easier to obtain, 
but there is no surplus. Blades are also very scarce, 
with indications pointing to more acute shortages in the 
near future. Dealers needing blades are advised to get 
their orders in as soon as possible. 

We quote from jobbers’ stocks, f.o.b. Chicago: Full hol- 
low ground, open blade razors, square point, flat rubber 
handles, $17.25 per doz. ; three-quarters hollow ground, square 
point, oval rubber handles, $14.75 per doz. 

SaFreTy Razors.—We quote from jobbers’ stocks, f.o.b. Chi- 
cago, as follows: Gillette, $45 per doz.; Auto-Strop, $45 per 
doz.; Gem, in one doz. lots, $8.40 per doz.; 3 dozen lots, $8 
per doz.; Ever-Ready, in one doz. lots, $8.40 per doz.; 3 doz. 
lots, $8 per doz. 

BLADES.—We quote from jobbers’ stocks, f.o.b. Chicago: 
Gem, in 1 doz. sets, 7 blades to a set, $4.20 per doz. sets; 
Ever-Ready, 1 card containing 1 gross blades, % doz. to a 
package, 24 packages to the card, $6.72; Gillette, in 1 dozen 
packages, 6 blades to the package, $4.50; Gillette, in 1 dozen 
packages, 12 blades to a package, $9; Auto-Strop, No. 610%, 
in doz. packages, 6 blades to a package, $4.50; Auto-Strop 
No. 610, in doz. pekages, 12 blades to a package, $9. 

RopeE.—The retail demand is only fair, according to 
reports from both jobbers and retailers. There is a 
good Government demand, particularly for such sizes 
as % in., % in. and % in. The shipping situation with 
regard to Manila hemp is said to be much better than 
during the summer and manufacturers are now in bet- 
ter condition to turn out their product. Labor is the 
disquieting factor rather than raw material. Prices 
are unchanged. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
No. 1 manila rope, 33%c. per lb., base; No. 2 manila rope, 
32%ec. per lb., base: No. 3 manila rope, 28%c. per Ib., base; 
sisal rope, No. 1, 23%c. per lb.; No. 2, 20%c. per Ib. 

SAND PAPER.—The local demand is very light, 
although general sales throughout the country are said 
to be heavy. The bulk of the ouput is going to the 
manufacturing trade. There have been no _ price 
changes for several months and none are in prospect. 

We quote from jobbers’ stocks. f.o.b. Chicago, as follows: 
No. 1 sand paper, best grade, $6 per ream; cheaper grade, 
$5.40 per ream. 

ScrEws.—Both jobbers and retailers in this section 
report badly broken stocks of screws, with the demand 
fully up to normal. The Government is using great 
quantities of screws at this time and only a very small 
part of the output is available for the domestic trade. 
There is nothing to indicate any immediate improve- 
ment in the situation. 

We quote from jobbers’ stocks, f.o.b. Chicago: Flat head 
bright screws, 70-10-10; round head blued, 65-10-10 ; flat head 
brass, 42%4-10-5; round head brass, 40-10-5. 

SoLpER.—There is a very good local demand for 
solder and the available supply is much better than it 
was a few weeks ago. Local jobbers are aiding the 
Government in the campaign to cut down the use of 
solder with large tin content and are limiting shipments 
of 50-50 solder. Prices are quoted on inquiry only. 

STEEL SHEETS.—With sheet production only one-half 
what it was a year ago, and the Government absorbing 
the greater part of that production, the supply. avail- 
able for ordinary trade is negligible. Local jobbers 
have no black or blue annealed sheets on hand and only 
a very limited supply of galvanized. 

To retailers. f.0.b. Chicago: No. 28 black sheets, $6.52 per 
100 lb.; No. 28 galvanized sheets, $7.77 per 100 Ib. 

SasH Corp AND SASH WEIGHTS.—There is little 


‘change in the sash cord situation, although shortages 


are becoming more apparent daily. There is a decided 
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lessening in production, due to the scarcity of cotton, 
while at the same time the Government is using large 
quantities of cotton cordage in its shipbuilding pro- 
gram. Jobbers are experiencing some difficulty in keep- 
ing up stocks. Sash weights are at the highest price 
in years and there is no disposition to cut the price. 
There is no particular shortage of weights, but the 
foundries claim that the raw material can be easily 
converted into other lines demanding high prices. Local 
jobbers are carrying small stocks, preferring to have 
the large orders shipped direct from the foundries. 

We quote from jobbers’ stocks, f.o.b. Chicago: Silver Lake 
sash cord, best grade, No. 7, $21.50 per doz. ; Sampson, No. 7, 
$21.25 per doz.; Revenoc, No. 7, $14.40 per doz. _ 

Sash Weights.—From jobbers’ stocks, f.o.b. Chicago: In 
ton lots, $52 per ton; in smaller lots, $54 per ton. 

Saws (Cross-CuT AND Woop).—Dealers and jobbers 
are expecting a heavy winter demand for both cross-cut 
and wood saws and dealers have been placing heavy 
orders during the past few weeks. Saw prices are 
very firm and some makes have shown recent advances. 

We quote from jobbers’ stocks, f.o.b. Chicago: Crosscut, 
2-man, hollow back, with champion tooth. E-8 Disstn, No. 5, 
$1.75 each; No. 5%, $1.93; No. 6, $2.10; No. 6%, $2.28; 
2-man, crown pattern, common tooth, Disston, No. 4, $2.40 
each; No. 4%, $2.65; No. 5, $3; No. 5%, $3.30; No. 6, $3.60; 
Disston’s 1-man, No. 23 pattern, No. 2%, $1.88 each; No. 3 
$2.25: No. 3%, $2.62; No. 4, $3; No. 414. $3.38; No. 5, $3.75. 
Buck Saws.—Best grade, $15.20 per doz.; medium, $12.40 
per doz.; cheap, $10.50 per doz. 

StovE PIPE AND STOVE BoaArps.—The demand for 
stove pipe is apparently fully up to normal, while the 
available supply is very limited. The shortage of sheets 
has curtailed the production very materially and there 
is no immediate prospect of betterment. Manufac- 
turers have withdrawn all prices. Jobbers have no sur- 
plus stocks and have not as yet been able to fully fill 
the orders taken early in the season. Stove boards 
are also limited as to supply and many patterns and 
sizes have been discontinued. 

We quote from jobbers’ stocks, f.o.b. Chicago: Square 
crystal stove boards, wood lined, 24 x 24, $11.60 per doz. ; 
26 x 26, $13.65 per doz.; 28 x 28, $16 per doz.; 30 x 30, 
$18.05 per doz.: 33 x 33, $21.70 per doz.; 36 x 36, $25.95 per 
doz.; square crystal stove boards, paper lined, 18 x 18, $6.20 
per doz.; 24 x 24, $7.50 per doz.; 26 x 26, $8.30 per doz. ; 
28 x 28, $9.20 per doz.: 30 x 30, $1090 per doz.; 32 x 32s 
$12.90 per doz.; 35 x 35, $16.15 per doz. Prices subject to 
10 per cent discount in case lots. 

STEEL TRAPS.—Reports from retailers indicate that 
the coming trap season will produce heavy sales, as 
the high prices paid for furs will undoubtedly stimulate 
the trapping industry. A fair percentage of the deal- 
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ers in this territory have already purchased their 
stocks, but there are still some who have not yet or- 
dered. As the principal trap manufacturers are now 
heavily engaged in Government work, with the prospect 
of turning over a still greater part of their productive 
capacity to that end, it would seem very good policy for 
such dealers to place their orders at once. 

We quote from jobbers’ stocks, f.o.b. Chicago: Victor traps, 
No. 0, $1.40 per doz.; No. 1, $1.65 per doz.; No. 1%, $2.48 per 
doz.; No. 2, $3.46 per doz.; No. 3, $4.61 per doz.; No 4, $5.44 
per doz.; No. 91, $2.32 per doz.; No. 9144, $3.29 per doz. 

ONEIDA JuMP TRAPS.—No. 0, $1.91 per doz.; No. 
per doz.; No. 1%, $3.36 per doz.; No. 2, $4.94 per doz.; N 
$6.58 per doz.; No. 4, $7.75 per doz.; No. 12, $5.40 per do 
No. 13, $7.04 per doz.; No. 14, $8.21 per doz.; No. 91, $2.81 
per doz.; No. 91%, $3.99 per doz. 

NEWHOUSE Traps.—No. 0, $3.09 per doz.; No. 1, $3.63 per 
doz.; No. 1%, $5.44 per doz.; No. 2, $8.04 per doz.; No. 3, 
$10.78 per doz.; No. 4, $12.65 per doz. All prices include 
chains. 

Tacks.—There is a very light local demand for 
tacks, but the general demand is said to be very fair. 
The larger part of the output is reported to be going 
to the factories. Prices remain at last week’s level. 

We quote from jobbers’ stocks, f.o.b. Chicago: Upholster- 
ers’ tacks. 6 0z., 25-lb. boxes, 20c. per lb.; bill posters’ tacks, 
6 oz., 25-lb. boxes, 19c. per Ib. 

WHEELBARROWS.—The curtailment of road work and 
other forms of construction work has cut the sales of 
wheelbarrows, the demand being much below that for 
the same period of last year. There appears to be a 
very good available supply and local jobbing stocks are 
in excellent condition. Prices are firm on the follow- 
ing basis: 

From jobbers’ stocks, f.o.b. Chicago: No. 4 tubular bar- 
rows, all steel, $8 each; common tray or stave tray barrows, 
$2.50 each; angle leg, garden barrows, $4.50 each. 

WIRE Propucts.—The situation has shown very little 
change for several weeks past. There is absolutely no 
barbed wire available, while stocks of smooth wire, 
fencing, etc., are ery limited. From all indications 
the supply of wire cloth for next season will be below 
that of this year and shortages are expected to be 
acute. Local jobbers are taking orders for both netting 
and wire cloth for immediate shipment only. 

We quote from jobbers’ stocks, f.o.b. Chicago: Poultry net- 
ting, galvanized before weaving, 50 per cent discount; gal- 
vanized after weaving, 45 per cent discount. 

Wire Cloth.—We quote from jobbers’ stocks, f.o.b. Chicago: 
12-mesh black, from $2.15 to $2.25 per 100 sq. ft. base. This 
price is for sizes from 24 in. to 48 in. Sizes below 24 in. are 
10¢e. per hundred higher; sizes above 48 in. are 40c. per hun- 
dred higher. 
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S events move more rapidly toward the inevitable 

capitulation of Germany and the ending of the 
world war, the iron and steel industry is giving more 
thought to after-the-war conditions. The country was 
unprepared for war and apparently will be equally 
unprepared for peace. The feeling is strong in the 
steel trade that the Government should formulate a 
policy for the regulation of prices for iron and steel 
products during the readjustment period, but so far 
there has been no hint from Washington as to whether 
such action will be taken. 

Opinion in the steel trade as to the effect of the 
coming of peace upon demand and upon prices varies 
from an expectation of depression to a prediction of a 
boom market.: However, some producers are taking no 
chances on a decline in prices. This is particularly 
true of pig iron makers, who are making agreements 
with consumers that present prices shall apply on ship- 
ments after Jan. 1 if there are no government prices in 
effect during that period. Builders of machinery are 
in many instances insisting upon the proviso that orders 
placed now shall not be subject to cancellation. Similar 
provision against cancellation of contracts and lower 
prices will presumably extend to many lines on which 
nearby deliveries cannot be given. 

The influenza epidemic has had a serious effect upon 
production of iron and steel in the Pittsburgh district, 
but the crest of the epidemic is now believed to have 
passed. In some steel plants the reduction in working 
forces due to the epidemic has been from 10 to 25 per 
cent. 


Botts, Nuts AND Rivets.—Conditions are about the 
same as reported in the past few weeks, practically all 
production being for the Government. The influenza 
epidemic and the inefficiency of labor have been cutting 
down output of some makers. 


nuts, % x 4 in.; smaller and shorter 
cut threads, 50-5 per cent; larger and 
cent; machine bolts, ¢c.p.c. and t. 
shorter, 40-10 per cent; larger 
x 6 in., smaller 


Machine bolts, h.p. 
roll threads, 50-10-5; 
longer sizes, 40-10 per 
nuts, % x 4 in. smaller and 
and longer, 35-5 per cent; carriage bolts, % 
and shorter roll threads, 50-5 per cent; cut threads, 40-10-5 
per cent; larger and longer sizes, 40 per cent; lag bolts, 
50-10 per cent; plow bolts, Nos. 1, 2, 3, 50 per cent; hot 
pressed nuts, square, blank, 2.50c. per Ib.; hot pressed nuts, 
hexagon, blank, 2.30c. per Ilb.;, hot pressed nuts, square, 
tapped, 2.30c. per lb.; hot pressed nuts, hexagon, tapped, 
2.10¢c. per lb.: ¢c.p.c. and t. square and hexagon nuts, blank, 
2.25e. per lb.: ¢.p.c. and t. square and hexagon nuts, tapped, 
2c. per lb.; semi-finished hexagon nuts, % in. and larger, 
60-10-10 per cent; 9/16 in. and smaller, 70-5 per cent; stove 
bolts, 70-10 per cent; stove bolts, 2%4 per cent extra for bulk; 
tire bolts, 50-10-5 per cent; large rivets, structural and ship, 
$4.40 base; boiler rivets, $4.50 base; 7/16 x 6 in. smaller and 
shorter rivets, 50-10 per cent. All prices carry standard ex- 
tras, and are for delivery f.o.b. Pittsburgh. 


Cut NatiLts.—There is a demand for all the cut nails 
that makers, restricted as they are by steel shortage, 
‘an produce. The extreme scarcity of wire nails con- 
tinues to increase the demand for cut nails. 

We quote cut nails in carload and larger lots at $5 base, 
per keg, f.o.b. Pittsburgh. Jobbers and retailers charging 
$5.50 and $6, respectively, per keg, in small lots from store. 


IRON AND STEEL Bars.—The new prices on bar iron 
which went into effect Oct. 1 are causing some confu- 
sion. The spread between the price of 2.90c. for soft 
steel bars and the new price of 5c. for refined iron is 
the cause of some dissatisfaction among consumers. 

Base prices recommended by the Committee on Steel and 
Steel Products of the American Iron and Steel Institute, Oct. 
17, 1918: 

Price for base sizes per 100 Ib. Common Merchant Iron. .$3.50 
Price for base sizes per 100 lb. Refined Iron 5.00 

Subject to the extras for size. quantity, etc., shown below. 
Established custom as regards delivery point to govern 

Rounds and squares % in. and smaller, and all rounds and 
squares over 1% in. are graded as Refined Iron. 

Light Bands, as per National List, are graded as Refined 
Tron. 

Sizes above base sizes in flats are graded as Refined Iron 
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Flats from 1 in. to 4 in. wide, by %& in. to 1 in. thick in- 
clusive are graded as Common Merchant Iron; smaller flats 
are graded as Refined Iron. 

Hexagons, ovals, half ovals, half rounds, and fender round 
edge and round edge tire irons are graded as Refined Iron. 

“Common Merchant Iron” is the term applied to material 
made from all scrap. “Refined Iron” is the term applied to 
material made from puddle bar and selected wrought scrap. 

Above prices do not apply to specifications or test irons, 
which are subject to negotiation. 

TIN AND TERNE PLATE.—Makers. of tin plate are 
awaiting further instructions from Washington as to 
restrictions on oil cans, cans for condensed milk, and 
other articles which were not fully covered in the order 
recently issued by the Conservation Division of the War 
Industries Board. There is a question as to the extent 
to which the oil companies will be permitted to go in 
using tin plate for containers. There is virtually no 
market in terne plate, as production is at a very low 
point. 

We quote tin plate at $7.75 per base box, Pittsburgh, and 
the following are prices on terne plate: 

per 
per 
per 
per 
per 
per 
per 
per 
per 


package 
package 
package 
package 
package 
package 
package 
package 
package 


WIRE Propucts.—A retail hardware dealer says there 
are probably not more than 25 or 30 kegs of wire 
nails in all of the downtown hardware stores. Jobbers 
and retail hardware merchants are able to obtain very 
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Office of 
Boston, 


HE local shelf hardware jobbing trade is extremely 

busy notwithstanding the shortage of goods. Gross 
sales for October, generally speaking, compared favor- 
ably with those for the corresponding menth last year. 
Quite a number of local firms report sales as showing 
a fair increase over last year’s figures. Almost every- 
body admits, however, that it is growing more and 
more difficuit to do business, and the reason that sales 
show an increase is that salesmen were fortunate 
enough to make the most of what goods were in stock. 
The time is not far distant, according to the best opin- 
ion, when a natural contraction in sales must come, pro- 
vided, of course, that the jobber is unable to secure 
goods in larger amounts than he has during the past 
fortnight. 

But the goods question is not the only one the 
shelf hardware jobber has to contend with. Labor 
really is the paramount question. Although the crisis 
in the Spanish influenza epidemic is passed, a large 
number of employees are still out owing to sickness. 
Then, too, there is a constant draining of male help for 
the army and navy. Naturally, those men who are 
exempt from military duty constantly are on the watch 
for other jobs. Hardly a week passes but what some 
inside man leaves a hardware jobber because he can get 
more money or because he feels he has better prospects 
elsewhere. More and more women and girls are being 
pressed into service on clerical positions of all kinds. 
As for shipping rooms, etc., the jobber virtually is 
taking men off the street at $20 a week or more for 
work that formerly boys at $7 and $8 a week could do. 

Retail firms, in a majority of cases, are doing well 
on seasonable goods. All of them, however, complain 
of slow shipments from the jobber. For this reason 
the retail dealer is often obliged to tell a prospective 
buyer that “we haven’t got the goods in stock, but ex- 
pect them soon.” Under these conditions it is difficult 
to hold regular trade, as the average American hard- 
ware consumer wants what he wants when he wants it, 
and if he cannot get it at his regular store he will go 
elsewhere. The retailer is having the same labor 
trouble th:t the jobber is, and a majority of the New 
England firms are working with a smaller force than 
ever before. It is no uncommon thing to see four or 
five customers standing around in a retail store waiting 
for service. 

The feature of the heavy hardware trade during the 
past week was a general marking up of prices to offset 
the recent advance in freight rates. The most pro- 
nounced advances have occurred in iron prices. The 
upward revision in other lines is more moderate. Oc- 
casionally one can locate moderately large supplies of 
heavy hardware, but, generally speaking, everybody is 
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little, if any, stock from the mills. The shortage of 
wire nails now amounts practically to a famine, and the 
only fortunate feature of the situation is that demand 
is almost nil, owing to the lack of building operations, 


; Wire nails, $3.50 base per keg; galvanized, 1 in. and longer. 
including large-head barb roofing nails, taking an advance 
over this price of $2, and shorter than 1 in., $2.50. Bright 
basic wire, $3.35 per 100 lb.; annealed fence wire, Nos. 6 to 9 
$3.25; galvanized wire, $3.95; galvanized barb wire and 
fence staples, $4.35; painted barb wire, $3.65; polished fence 
staples, $3.85; cement-coated nails, $3.40 base; these prices 
being subject to the usual advances for the smaller trade, al} 
f.o.b. Pittsburgh, freight added to point of delivery. terms 
60 days net less 2 per cent off for cash in 10 days. Discounts 
on woven-wire fencing are 47 per cent off list for carload 
lots, 46 per cent for 1000-rod lots, and 45 per cent off for 
small lots, f.o.b. Pitstburgh, 

SHEETS.—Production of sheets is about on a 50 per 


cent basis and shipments are mostly on A priorities, 


Maximum prices on sheets in carloads and larger lots are 
as follows: Nos. 9 and 10 blue annealed sheets at 4.25c.; No. 
28 Bessemer black, 5c. and No. 28 galvanized, 6.25¢.:; No. 
from either Bessemer or open hearth stock, all f.o.b. mill 
Pittsburgh, in carload and larger lots, actual freight to point 
of delivery added. Dealers will charge the usual advance for 
small lots from store. 


STOVES AND FURNACES.—Cooler weather has brought 
a sharply accentuated demand for stoves and furnaces, 
Retailers’ stocks are low, and it appears the demand for 
stoves will be much greater than the supply. The busi- 
ness in stoves and furnaces done by some of the retail 
hardware stores has helped to keep up the total volume 
of business, as purchases of hardware have been greatly 
curtailed during the influenza epidemic. 
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short, and especially so. In fact, the jobbers say that 
unless Washington takes down the bars within the near 
future there is bound to be a real scarcity of certain 
lines. The peace talk in the newspapers has led to 
much speculation in hardware circles as to what is 
going to happen when the German people admit that 
they are licked. Some look for a slow relinquishing of 
Government control of things under the most favorable 
conditions. On any such schedule they believe business 
readjustment will be very slow. Other hardware deal- 
ers expect an abnormal demand for goods and a highly 
excited rising market, because nobody has enough stock 
on hand to supply wants. Such houses believe that it 
will be several months before the mills and manufac- 
turers can assume anything like a normal pre-war out- 
put. This mixed sentiment makes for an uncertainty 
that is more pronounced than market conditions, un- 
favorable as they are, warrant. 

Local hardware jobbers were considerably pleased by 
a recent ruling by the full bench of the Massachusetts 
Supreme Court, which decided that the tax described 
in statute 255 of the laws of 1918 as a war measure to 
raise additional revenue by imposing an extra income 
tax on all domestic corporations is inoperative, as the 
Federal Government already has put a tax on the same 
income. Chief Justice Rugg characterized the statute 
in question as ambiguous and said the general court 
did not state in direct fashion the simple purpose in- 
tended to be accomplished. The court’s decision means 
that a large percentage of the local hardware corpora- 
tions will receive substantial rebates from the State 
Treasurer, which in the aggregate will amount to thou- 
sands of dollars. It is estimated the State will lose 
something like $1,000,000 in taxation. 


ANVILS —The demand for anvils is light, but stocks 
are exceptionally small and prices are strong, in sym- 
pathy with those on other heavy hardware lines. 

We quote from jobbers’ stocks: Standard 
per Ib. 

AxLEs.—Some axles are selling all the time, but the 
market is by no means active. Prices hold strong. 

We quote from jobbers’ stocks: Square bed, drawn bed 


and 1-piece under 2% in., 12c. per Ib.; 2% and 3 in., 1% 
toc, per Ib. extra. 


All axles without boxes, 

AxEsS.—The axe situation has not improved. Manu- 
facturers are devoting practically all their efforts to 
Government orders and the hardware jobber is, there- 
fore, unable to get fresh supplies. Local stocks never 
before in the history of the trade have been so small as 
they are to-day. There is no let-up in the demand for 
goods from retail sources. 

We quote from jobbers’ stocks: Single bit 
$17 a doz.; double bit axes, $19 to $21 a doz. : 

BARBED WIRE.—Practically no barbed wire is avail- 
able in this market nor is the outlook for supplies 


makes, 25¢ 


axes, $15 to 
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bright. The manufacturers in most cases have enough 
Government business on their books to keep them fully 
occupied during the remainder of 1918, at least. Be- 
cause Of lack of supplies here prices are really nominal. 





We quote from jobbers’ stocks: Barbed and plain twist, 
pony reels, $5.85 per 100 lb.; eight-rod reels, $: : Plain 
twist. $5.05 per 100 Ib. Staple in whole casks, $5.85; in 





broken casks, $7. 

BATTERIES.—One of the leading manufacturers of 
batteries has sent a circular letter to the local jobbers 
stating that all future orders from them will have to 
bear priority numbers. Orders for such goods have 
been divided into four classes. The jobbers’ orders are 
in the last class, Class D. Industries engaged in the 
manufacture of Government goods and railroads come 
before the jobber. The letter naturally caused consid- 
erable looking around in the market for other lines of 
batteries, but the average manufacturer is fully six 
weeks behind on deliveries, so the outlook for Christ- 
mas trade is not particularly bright. The circular let- 
ter states that dry cells, storage batteries and starters 
are not affected, and that the company can take care of 
any orders for such goods. 


BoLts AND Nuts.—There has been a general revision 
of bolt and nut prices. Local stocks are exceptionally 
small and deliveries as made by the jobber are decidedly 
unsatisfactory to the consumer. The jobber, however, 
is absolutely up against it, for, as one firm says, “it’s 
like pulling teeth to get a mill to make a shipment.” 
Revised jobbers’ prices follow: 

Machine ‘bolts, C. T. & D. nuts, 4 x % 1) per 
cent disconnt: 44 x % and larger, 25 and 5 per cent dis- 
count; with H. P. nuts, 4 x % and smaller, 25 and 5 per cent 
discount; +44 x %& and larger, 20 and 244 per cent discount; 
common carriage bolts, 6 x % and smaller, 35 per cent dis- 
count; 64% x % and larger, 20 and 5 per cent discount; tap 
bolts, list plus 25 per cent; Eagle carriage bolts, 60 per cent 
discount; stove bolts, 60 and 10 per cent discount; bolt ends, 
20 per cent discount; tire bolts, 40 and 5 per cent discount; 
semi-finished nuts, 9/16 and smaller, 60 per cent discount; 
5, and larger, 50 and 10 per cent discount: finished case 
hardened nuts, 50 per cent discount; H. P. square blank in 
full kegs, 90c. per 100 Ibs. ; tapped, 70c.; hexagon blank, 76e. ; 
tapped, 50c.; C. P. C. & T. square blank, 65c.; tapped, 40c. ; 
hexagon blank, 65c.; tapped, 40c. 

CHAIN.—The local market is practically bare of 
chain and prices are, therefore, nominal. The jobbers 
say market conditions will remain as they are so long 
as the Government requires stock. 

CHISELS.—Jobbers here say it is practically impos- 
sible to get fresh supplies of chisels, and that local 
stocks are unusually small. Notwithstanding the lack 
of building throughout New England, there is a good 
demand for chisels from retail firms located in places 
where carpenters are engaged on Government work. 
Prices hold very strong. 

We quote from jobbers’ stocks: Chisels, socket, O. S. C., 
$6.90 per dozen; No. 34 C., $8.40 per dozen. 

CLEVELAND STONE Co.—The Cleveland Stone Co. an- 
nounces that all old price lists have been withdrawn 
and a new list issued. The new prices for their goods 
represents an advance of 5 to 25 per cent. 


CooKING WARE (GLASS).—The demand is steadily 
improving because of the inability of retail firms of all 
kinds to secure agate ware. There seems to be no 
trouble in getting stock, according to jobbers here. 
Prices hold very firm. 

We quote from jobbers’ stocks: Casseroles, round, 1-qt., $18 
per doz.; 11%4-qt., $21 per dozen; 2-qt., $24 per dozen. c 
ing dishes, uncovered, 1-qt., $10.20 per dozen; 11'-qt., 2 
per dozen; 2-qt., $14.40 per dozen. Vie plates, $9 to $12 per 
dozen. Cake dishes, $9 per dozen. Bread pans, $10.80 to $21 
ber dozen. Small baking dishes, $1.80 to $3.60 per dozen. 
Jobbers’ terms are 30 per cent off list. 

CuTLERY.—The demand for all kinds of cutlery is 
good. Manufacturers of scissors and shears are run- 
ning through goods in the process of manufacture prior 
to the recent government ruling on sizes and finishes. 

hey are considerably behindhand on deliveries be- 
cause of sickness among employees. The pocket knife 
people will not guarantee deliveries even in 1919. It 
is understood that Boston jobbers, in placing orders 
during the past week, could not do better than spring 
delivery. The new hair cutters are selling well, and 
most of the local trade feel reasonably certain that this 
line of goods has come to stay. Butcher knives of all 
kinds are coming forward slowly, and for that reason 
the jobber is unable to fill orders as he would like. 
Prices are very strong. 

We quote from jobbers’ stocks: 


and smaller, 


Butcher knives, standard 


make, 6-in.. $4 per dozen; 7-in., $4.80; 8-in., $6; 9-in., $7; 
10-in., $8.50; 12-in., $11; 14-in., $14. 

Pocket knives, standard make, $8 per dozen 

Hair cutters, popular kinds, plain cases, 75c. and $1.50 
each Fancy cases cost more. 


FiLes.—Prices on files hold very firm. Local stocks 


are badly broken, but it is generally believed that 
manufacturers within a comparatively few days will be 
But because of the 


mM a position to accept new orders. 
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peace talk the average jobber here says he will go slow 
on purchases of goods to be delivered within the next 
two months. 

We quote from jobbers’ stocks: Nicholson, 40 and 10 per 
cent discount; Arcade, 50 and 5 per cent discount; Great 
Western, J. B. Smith and similar brands, 50 and 10 per cent 
discount; X. F. (Swiss pattern), list plus 1244c.; Chelsea 
hand cut files, list; American machine cut files, 50 and 5 
per cent discount. 

GALVANIZED Bars.—There is little doing. This fact 
is ascribed in some quarters to the fact that the Gov- 
ernment intends to cut down on its shipbuilding pro- 
gram. It is a fact that many of the shipyards in 
Maine and in other New England states who are build- 
ing wooden vessels are materially curtailing their pur- 
chases of heavy hardware of all kinds. 

We quote from jobbers’ stocks: Flat galvanized bars in 
stock, 1 x \% in., 12 ft. long, $9.50 per 100 Ib.; 1 x 3/16 in., 
12 ft. long, $9; 1 x \4 in., 16 ft. long, $8.80; 1% x \& in., 16 
ft. long, $8.80 

Round galvanized bars in stock, '% in., 18 ft 
per 100 Ib.; 5% in., 18 ft. long, $8.70; % in., 

GALVANIZED PAILS.—Local firms note a good steady 
call all the time. Most jobbers have some stock on 
hand, but generally speaking supplies are exceptionally 
small, and indications are they will continue so during 
the balance of 1918, at least. 

We quote from jobbers’ stocks: 
light finished, S-qt., $3.96 per doz 


long, $8.80 
18 ft. long, $8.60 





Common galvanized pails, 
10-qt., $4.48; 12-qt., $4.98 


common stock pails, light finished, 14-qt.. $5.52 per doz 
Common pails, heavy finished, 14-qt., 50 Ib. to the dozen. 
$9.28 per doz.; lighter weights, 14-qt., $7.20 


GLASs.—Retailers report a good demand, as house- 
holders are mending breaks before the cold weather 
sets in. Wholesale demand, on the other hand, is ex- 
ceptionally quiet. Supplies are small and a modification 
of the Government regulations on building unquestion- 
ably would mean an early clean-up of everything on 
hand. Prices are very firm, on the recently revised 
basis. 

We quote from jobbers’ stocks: Glass, single A and B first 
three and above first three brackets, 77 per cent discount from 
the list; double A, 81 per cent discount; double B, 81 per 
cent discount; A and B quality by the light, 75 and 10 per 
cent discount: single lights, 75 and 10 per discount ; 
box, 79 per cent 


discount. 
Leaded glass: Plain cathedral, 18e. per sq. ft 
figured, 4-in i 


thick, 20c. per sq. ft 
sq. ft 

Skylight glass: kg-in. thick. 16e. per sq 
3 A thick, 25c. per sq. ft 

Hack Saws.—The demand is steady and there ap- 
pears to be enough stock to supply all needs. Prices 
hold steady. 

We quote from jobbers’ stocks: Hack saws, 
lots or over, 15 per cent discount. 

HORSESHOES.—No improvement in the demand is 
noted. To be sure, there is something selling from day 
to day, but business is far below normal. Local jobbers 
are of the opinion, however, that seasonable weather 
will stimulate the demand. Prices are very strong 
to-day. 

We quote from jobbers’ stocks: Standard makes, in 100-Ilb 
kegs, to dealers at Maine, New Hampshire, Vermont, Massa- 
chusetts and Rhode Island points, $8 per keg; to Connecti- 


cut trade, $7.75 per 100-lb. keg 


cent 


; monumental 
; double ground, 23c. per 


Rough or rolled, 
16-in. thick, 20c. per sq. ft 14-in 


in one gross 


IRON.—There has been a general marking up of 
local prices. Since last reports there has been no mate 
rial increase in the movement of stock from the mills. 
Local supplies are exceptionally small. The demand 
for goods is excellent, because most consumers, realiz- 
ing the impossibility of securing steel, are usimg more 
iron on work than they ever before have. Revised job- 
bers’ prices follow: 


Hoop iron and bands, $6.30 per 100 lb. base; H. & P. ovals, 
half ovals, bevels and half rounds, best iron, $7.50; refined 
iron, $6.30: Norway iron, $16; with National bar _ iron 


extras; broken bundles, add '%. per Ib 
tials charged on all iron under 2000 to 1000 Ib., 
Ib.; under 1000 Ib., 70c. per 100 Ib. 

LATCHES.—One of the largest manufacturers of 
latches has announced an advance in prices amounting 
to 5 to 10 per cent. 

NaiLts.—The situation is no better. Occasionally a 
ear is received from the mills, but jobbers are so far 
behind on deliveries that receipts are absorbed without 
any appreciable effect on accumulated orders. The call 
for horseshoe nails is comparatively light. 

We quote from jobbers’ stocks: Wire nails, $4.30 
cut nails, $5.80 base. Hors shoe nails, 5-pennyweight, 


Quantity differen- 
30c. per 100 








to $6.75: 6-pennyweight, $5.25 to $6; 7-pennyweight, $5 to 
$5.75: 8-pennyweight, $4.75 to $5.50; 9, 10 and 11-penny- 
weight, $4.65 to $5.35. For less than 25 Ib. of a size add 


le. per Ib. 

Om HEATERS.—There is no let-up in the demand for 
oil heaters. Jobbers say it is much more difficult to get 
fresh goods than was the case earlier in the season, 
and for that reason sales have slowed up somewhat. 

PLANES.—The Standard Rule & Level Company and 
the Union Hardware Company have announced an ad- 
vance of 10 to 15 per cent in their prices on planes. 
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Pou.ttry NETTING.—Orders for new season poultry 
netting are satisfactory, according to local jobbers. 
Most of them admit, however, that bookings are not as 
large as they were a year ago. There is some netting 
being shipped out of stock daily for immediate needs; 
evidently the high cost of eggs is attracting people to 
the hen business. 

Galvanized hexagon, six square, poultry netting, 45 per 
cent discount, f.o.b. Pittsburgh, and 385 per cent discount, 
f.o.b. Boston. Pittsburgh freight to be added to invoices 
when rendered. All orders taken to be for immediate ship- 
ment. 

RAKES.—New season prices on wooden hay and lawn 
rakes show a material increase. The new schedule of 
prices will be made public next week. 

Rivets.—There is no change in the situation. The 
supply of large-sized stock is as small as ever, and 
there is no improvement in the demand for small rivets. 
Prices hold very firm. 

We quote from jobbers’ stocks: Norway iron rivets, 40 per 
cent discount; structural rivets, 7.25c. base per pound. 

RooFING CEMENT.—Roofing cement sells slowly, al- 
though some jobbers say it is going a little better than 
was the case a fortnight ago. Prices hold steady as 
follows: 

We quote from jobbers’ stocks: Roofing cement in 5-lb. 
containers, 74%c. per pound; in 2%-lb. containers, 8c. per 
pound. 

RUBBER TIRE CHANNEL.—The market remains nom- 
inal. 

We quote from jobbers’ stocks: Rubber tire channels, $7 
per 100 lb. 

SasH Corp.—The demand is only fair because of lack 
of new building. Although the price of raw cotton is 
considerably lower, the manufacturers have not changed 
their price lists since last reports. They say the decline 
in cotton is more than offset by the high cost and scar- 
city of labor and repairs on machinery, as well as the 
general overhead charges. 

We quote from jobbers’ stocks: Spot cord, No. 7, 90c. per 
lb. Nos. 8 to 12, 89c. Phoenix, No. 6, 68c. per lb.; No. 7, 
66c.; Nos. 8 to 12, 65¢c.; Silver Lake B, 98c. 

Screws.—The market is very strong on the recently 
revised price basis. The demand for goods is a shade 
better, but is not by any means up to standard. Al- 
most everybody has enough stock on hand to meet re- 
quirements. Occasionally a jobber can be found with 
badly broken stocks because of lack of purchases. 

We quote from jobbers, stocks: Iron, bright flat head, 
67% per cent discount; round and oval, 62% per cent dis- 
count ; fillister, 62% ner cent discount. Iron, blued, flat head, 
67% per cent discount, add 5 per cent; round, 624% per cent 
discount. Iron, Japanned, flat head, 60 per cent discount ; 
round, 571% per cent discount. Iron, galvanized, flat head, 
52% per cent discount; round, 50 per cent discount. Iron, 
nickel plated, flat head, 55 per cent discount; round, 55 per 
cent discount. Iron, silver plated, flat head, 55 per cent 
discount; round, 55 per cent discount. Iron, brass plated, 
flat head, 55 per cent discount; round, 55 per cent discount. 
Brass, bright, flat head, 42% per cent discount; round and 
oval, 40 per cent discount. Brass, nickel plated, flat head, 
35 per cent discount; round, 35 per cent discount. Brass, 
antique copper plated, flat head, 35 per cent discount; round, 
35 per cent discount. Bronze metal, plain, flat head, 37% 
per cent discount; round and oval, 35 per cent discount. 
Coach screws, 40 per cent discount. Iron machine screws, 
45 per cent discount. Cap screws, 40 per cent discount, Set 
screws, 45 per cent discount. " 

SHEATHING PAPER.—The sheathing paper market is 
quiet but steady. No material increase in the demand 
is expected within the immediate future. 

We quote from jobbers’ stocks: Best grades of sheathing 
paper, $85 per ton. 

SHOVELS.—There has been advance in prices on 
wooden snow shovels of 10 per cent by the leading 
manufacturers. 

SNATHS.—New season’s prices have been announced 
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by manufacturers and jobbers accordingly revised 
their lists. 

Snaths, ash grass, $12 per dozen; cherry, $14.50; ash brush 
$13.75 per dozen. A discount of 50c. per dozen is allowed on 
lots of 20 doz. or more. 

SQquarRES.—The Standard Rule & Level Company hag 
announced an advance of 10 to 15 per cent in prices 
on squares. 

_STEEL.—The steel market is very strong on the re- 
vised price basis. Local stocks are so badly broken, it 
is only a question of a short time, according to a ma- 
jority of the jobbers, before the market will have prac- 
tically been cleaned up. The Government’s needs of 
steel have been so heavy that hardware jobbers’ orders 
have received little attention from the mills. 

We quote soft steel bars from jobbers’ stocks: Flat bars 
stock lengths, not wider than 6 in. or thicker than 1 in. per 
100 lb., $4.17 base; rounds and squares, 1% in. and under. 
$4.17 base per 100 Ib. ‘ 

Angles and channels, tees, under 3 in., stock lengths, $4.17 


base per 100 Ib. 

Cold rolled steel, rounds up to 115-16 in. and squares an 
hexagons, flats, list plus 13 per cent. Tire steel, 1% x ‘4 in. 
and larger, $4.17; thinner and narrower, $4.32. : 

American calking steel, full bundles, $4.50 base per 100 Ib. 

STITCHERS.—The Stewart, Skinner Company an- 
nounces an advance of 15 per cent in its prices on 
speedy stitchers. The same firm has advanced prices 
on churns 25 to 33 1/3 per cent. 

Tacks.—Prices on copper tacks are firmer, having 
been marked up about 5 per cent. Higher prices are 
based on the cost of materials and labor and not on any 
increase in the demand. In fact, the demand for tacks 
of all kinds is slow. 

We quote from jobber’s stocks: Tacks, $11.12 base per 100 
lb. Add to base extras as per differentials last reported. 

Copper tacks, sizes % to 1% base, 55c. Extra charge is 
made for small sizes. 

Twist DrILLs.—The demand appears to have slowed 
up a fittle, but it remains good. Local jobbers expect 
manufacturers will be in a position to accept new busi- 
ness within the next week or so, when they should 
have cleaned up the bulk of their Government business. 

We quote from jobbers’ stocks: Carbon drills, sizes up to 
1%-in., 45 per cent discount. High speed drills, prices on 
application. 

WAGON SPRINGS.—Wagon springs are moving slowly, 
but most jobbers are lightly supplied and prices hold 
very strong. 

We quote from jobbers’ stocks: Wagon and carriage 
springs, 15c. per lb 

WaASHERS.—There has been a revision in local prices. 
Jobbers say that goods which a year ago enjoyed a 
good demand to-day are apparently not wanted, and 
that those goods that one could not sell a year ago are 
in excellent demand to-day. Stocks of desired goods 
are unusually small. 

We quote from jobbers’ stocks: Cut washers, in 200-lb. 
kegs, list plus 2c. per Ib. Smaller lots as follows: 100 to 199 
lb., 3c. per lb.; 50 to 99 Ib., 4c.; 25 to 49 Ib., 5c.; 10 to 24 Ib. 
6c.; 1 to 9 lb., Te. per Ib. . 

WIRE CLOTH.—It is reported that the factories will 
not accept orders for black wire cloth for future de- 
livery, and for that reason the New England retail 
dealer in ordering new season’s goods is, in a majority 
of cases, operating through the jobber here. Prices 
hold very firm. 

We quote from jobbers’ lists: Black wire cloth, 12 mesh 
$2.65 per sq. ft., f.o.b. Boston. Terms, 60 days net; 2 per 
cent cash 10 days. Black wire cloth, 12 mesh, $2.55 per 
sq. ft., f.o.b. Pittsburgh. Silver wire cloth, 12 mesh, $3.10 
f.o.b. Boston, and $3.05 per sq. ft. f.o.b. Pittsburgh. Prices 
on bronze wire cloth are quoted on the same basis and under 
the same conditions as last season. In ordering goods from 
the factory the Pittsburgh freight will be added to invoices 
when rendered. All orders for wire cloth taken to be subject 
for immediate shipment. 


CLEVELAND 


Office of HARDWARE AGB, 
Cleveland, Nov. 1, 1918. 


USINESS in the retail hardware trade has fallen 

off somewhat during the past week or two. This is 
attributed partly to the epidemic of influenza. How- 
ever, the volume of business is sufficient to prevent any 
particular complaint from the retail trade. Jobbing 
houses are doing a fair volume of business, but future 
buying is not heavy, being limited largely to seasonable 
goods in which there is likely to be a shortage. For 
this reason some of the trade are placing their orders 
well in advance. 

In spite of the heavy curtailment in production by 
hardware manufacturers, retailers seem to be able to 
get most of the goods they want or substitutes that 
will answer the purpose. While shipments from manu- 
facturers are slow and uncertain on many hardware 





lines, jobbers are fairly well stocked, so that by calling 
on the various jobbing houses, a retailer is usually able 
to purchase what he needs. With the possibility of an 
early peace and the return of manufacturers to their 
regular line of products and possibly lower prices, the 
retail trade is conducting a very conservative policy In 
ordering goods. Orders are mostly for small lots to 
fill in, and retailers are generally careful not to load 
up heavily on slow-selling goods. Many retailers expect 
to have their inventories materially reduced by the first 
of the year. While lower prices are looked for when 
peace comes, the trade feels that the decline is bound 
to be gradual and that it will be able to work off most 
of its high-priced stocks before manufacturers’ prices 


are materially lowered. 


The demand for coal-heating stoves continues active 
and in spite of the curtailment of stove manufacturers 
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and the expected shortage, there appears at present to 
be plenty ot stoves for tne trade. Some manufacturers 
still have stoves in stock on which they can make 
prompt Shipment. Gas, cooking and heating stoves are 
quiet. Oil heaters are moving fairly well in anticipa- 
tion of future needs. 


Axes.—Jobbers’ stocks of axes are about cleaned out 
and they do not know when they will be able to get any 
additional shipments. Meantime, they have on their 
books a large number of unfilled orders. Retailers’ 
stocks are low and they are appealing to jobbers for 
supplies. 


BARBED WIRE.—The jobbing trade is able now to get 
a small quantity of barbed wire, because of a slight 
easing up in the situation. However, the supplies that 
have come from the mills are not in large enough 
quantities to permit the jobber to put in a stock. 

Jobbers quote 80-rod spools at $5.12 for 4-point hog wire; 
$4.70 for 4-point cattle wire, and $3.40 for 2-point American 
special hog wire. 

Botts, NuTs AND Rivets.—The demand continues 
very good, and jobbers’ stocks are rather low, as ship- 
ments from manufacturers are slow. Jobbers’ prices 
are as follows: 

Machine bolts, h.p. nuts, % x 4 in., smaller and shorter, 
rolled threads, 40-10; cut threads, 40; larger and longer, 
20-21%; carriage bolts, % x 6 in., smaller and shorter, rolled 
threads, 40; cut threads, 35; larger and longer sizes, 20-5; 
lag bolts, 40; stove bolts, 60-10; 7/16 x 6 in., smaller and 
shorter rivets, 40. 


BoNE CUTTERS.—A price advance of about 25 per cent 
has been made on Mann’s bone cutters. 


CARPET SWEEPERS.—A price advance of about 10 per 
cent has been made on the Bissell line of carpet 
sweepers. 


CHAIN Pump CursB.—A price advance of about 25 per 
cent has been made on chain pump curb. 


CuTLERY.—Jobbers report a heavy demand for pocket 
knives, but their stocks are well cleaned out and they 
are finding it almost impossible to make additional 
purchases. The supply of silverware has become very 
low, as manufacturers are now working largely on 
government orders. Makers of plated knives and forks 
report that they are unable to secure steel for blades. 


Eaves TROUGH AND CONDUCTOR PIPE.—Jobbers are 
unable to secure eave trough and conductor pipe, and 
their stocks are about exhausted. 





FLASH LigHTts.—The Eveready Works has advised its 
trade that the demands of the Government are so 
heavy that its factory is taxed to capacity and it will 
devote its entire plant to government orders if neces- 
sary. This company has adopted a classification of 
orders which are placed in four classes. In the fourth 
class are listed commercial orders. Orders from the 
trade are put in this class unless the buyer can state 
specifically for what the batteries are to be used, so 
that they can be given a higher classification. Flash- 
light cases are plentiful. 


GALVANIZED PuMP CHAIN.—A price advance of 25c. 
per 100 lb. has been made on galvanized pump chain, 
which is now quoted by jobbers at 9c. per foot. 


GALVANIZED WARE.—The demand for galvanized ware 
is holding up well, but shipments are still very slow 
and jobbers’ and retailers’ stocks are low. 

GLOVES AND MITTENS.—An acute shortage of all kinds 
of leather gloves and mittens is expected before the 
winter is over. It is stated that there are none now in 
the market and orders that have been taken have not 
been filled to complete by either the manufacturer or 
jobber. The demand is heavy. 


GUNS AND AMMUNITION.—The demand for guns has 
been very good since the hunting season opened and 
the supply is getting very scarce. Few .22 caliber re- 
peating rifles are left on the market. Some ammuni- 
tion, particularly .22 caliber metallic cartridges and 
shotgun shells, are scarce. 


_ HANDLES.—The acute shortage of handles which ex- 
isted for a long time has disappeared. Although the 
supply is now inadequate, manufacturers are taking 
care of their trade fairly well. There is a heavy de- 
mand for axe and pick handles. 


HarNess.—An acute shortage of harness is expected 
because of the heavy demands of the Government that 
has resulted in a shortage of leather and labor. A 
leading jobber a few days ago was able to secure price 
quotations from only one harness manufacturer and it 
is uncertain whether this manufacturer will be able to 
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deliver the goods. There is a good demand for harness 
in spite of high prices. 

HEATING APPLIANCES.—The manufacture of electric 
heating appliances has been cut down by the Govern- 
ment. There is an acute shortage of electric irons and 
heaters. Toasters are fairly plentiful. 





HORSESHOES.—Horseshoe manufacturers are able to 
make good shipments. The demand is active. 
Jobbers quote horse shoes at $7 per 100 lb. 


NAILS AND WIRE.—Manufacturers are unable to sup- 
ply except in a limited way the demands of the trade for 
nails, so that the shortage shows no improvement. 
Local deliveries are very bad and some jobbers have 
been able to secure small lots by doing their own haul- 
ing from the mills. The demand is very heavy. Wire 
is nearly as hard to get as nails, although jobbers have 
small stocks of some sizes. Jobbers’ prices for less than 
carload lots are as follows: 


Wire nails, $4.18 per keg; galvanized wire, $5.12 per 100 








Ib.; No. 9 annealed wire, $4.42 per 100 lb.; cement coated 
nails, $4.07 per 100 Ib. 
PLANES.—A price of about 20 per cent on their line 


of iron planes has been made by Sargent & Co. 


PouLTRY NETTING AND WIRE CLOTH.—Jobbers are 
taking orders for immediate shipment for poultry net- 
ting and wire cloth. The demand is fairly active. 
These orders will be filled within the next few weeks, 
so that those of the trade that are buying now will be 
sure of their material in the early spring. At present 
there is a fair supply. 

Jobbers quote black wire cloth, 12 mesh, at $2.25 per 100 
sq. ft.; galvanoid wire cloth, 12 mesh, at $2.75 per 100 sq. ft 

RANGE BoILers.—There is. a decided shortage of 
range boilers and some jobbers have shut off the taking 
of orders until they get back orders cleaned up. Some 
boilers ordered last May and June have not yet been 
shipped. 


We quote range boilers at $14.75 for 30 gal. capacity. 





Razors.—The old steel razors are very scarce, but a 
little easing up is noticed in the supply of safety 
razors. However, safety razor blades are as tight as 
ever and scarcely any are to be had. 

ROBES AND BLANKETS.—Jobbers’ stocks of robes and 
blankets are cleaned out and none are to be had from 
manufacturers. Makers will not accept orders of any 
kind. Jobbers have been able to secure only from 45 
to 70 per cent of the goods ordered. Some manufac- 
turers have canceled the remainder of the orders, but 
others promise to fill the balance when they can. Re- 
tailers are importuning jobbing houses to supply them 
with goods, as their stocks are inadequate. 





Roor Coatinc.—Makers of coating for felt roofs have 
advanced prices about 25 per cent. 


RooFING PAPER.—There is a good demand; paper and 
stocks in jobbers’ hands are at present in fairly good 
shape. However, manufacturers are unwilling to book 
future orders except for very extended deliveries. 


Screws.—Jobbers are able to get deliveries to meet 
requirements. The demand is steady and prices are un- 
changed. 

We quote from local jobbers’ stocks: Flat, bright head 
wood screws, 70 per cent; round head blue screws, 60 and 
10 and 10; round head nickel, 55 and 10; flat head brass, 
50 and 5; round head brass, 40 and 5 from list. 

SHEETS.—Jobbers are taking orders to be filled as 
soon as they secure shipments from the mills. These 
are still very uncertain and jobbers have no stocks, 
although occasionally they are able to pick up small 
lots of odd sizes. The demand is very active. 

Jobbers quote prices as follows: No. 28 black, 6.42c. per 
Ib. y No. 10 blue annealed, 5.42c. per lb.; No. 28 galvanized, 
i.07¢. 

SPIKES.—Small spikes have become so scarce that 
practically none can be had. There is a good demand, 
but the trade is compelled to turn down orders. Job- 
bers have good stocks of standard railroad spikes. 
Jobbers quote spikes at 5.07c. base. 





STEEL SQUARES.— Manufacturers of steel squares have 
advanced prices about 15 per cent. 


TWINE.—Cotton wrapping twine has taken another 
advance of le. a pound. It is now quoted at 75c. a 
pound for first-grade and 65c. for second grade. 


WASHING MACHINES.—Washing machines have be- 
come scarcer because of the curtailment in production. 
Stocks are low. Some makers have advanced prices 
from 10 to 15 per cent on both water power and hand 
machines. 
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Hardware Age 


TRADE CONDITIONS IN 
Paints, Oils and Colors 





Animal, Fish and Vexe- Domestic, prime, 
table Oils— white floated, 
f.o.b. works @ 
uinseed, Raw, Carload WOR sowinnee saat 33.00@36.00 
lots 050066050558 $1.50@— Off color, in bags 
City, five-bbl. lots, == =§s WOR ios. ccoen 23.00@28.00 
and over ........ $1.50@1.52 Chalk, English ..@ton nominal 
Out-of-town, five-bbl. French 2.2.0. ton nomina) 
lots and over...... $1.50@— China Clay, Imported 
Boiled, 2¢ @ gal. advance on ® ton 20.00@40.00 
Ww. D (ee 15.00 Ail 
Lard. Prime Winter.$2.25@2.8" Cobsie Oxide’. Th 1.600 1:08 
Extra No, 1...... 1.65@1.70 WEE 5, icsesaee #® 100 
No. 1 wccsccccece 1.55@1.60 Commercial ....... .25@— 
Cotton seed, OS ere 1.30@1.85 
f.o.b, mill .....-. 17% @— Ex. Gilders ........ 1.85@1.50 
Yellow Summer 
Prime, bbl. ..... 21° @22 Putty, Commercial— 
Tallow, Acidless ....1.71@— 100 B® 


Pare, BOs: 6000060 $3.10@— 
In 1 ® to 5 ® tins. .$4.70@6.10 


Spirits—Turpentine— 


Menhaden 
Northern Crude ..$1.15@1.20 
Southern f.o.b. Fac- 























mm. ee reeceveese —-* gal 
ight Pressed ..... -.42@— 7 Reis 
Yellow Bleached ...1.44@1.47 In Machine bbls...... 67 @67% 
White Bleached Gum Shellac— 
i MEO 1.47@1.48 YD 
Oocoanut Ceylon do- Pee nominaj 
mestic tanks, per 1b.16%@17 Fine Orange @ 
Cochin Imported, spot....nomina! A. C. Garnet.. 68 @69 

Domestic, bbl. ..... 18% @19', ER RE 80 @s&2 
Cod Domestic Prime. .1.45@1.56 Second Orange 72 @73 
Newfoundland ....... -55@1.56 Kala Button ........... nominal 
Oorn Refined, bbl. ..21.47@21.67 Et sceearenbbien we’ 68 @és 
Porpoise body .. cee! «We, Occ cssnsneee 86 @87 
Olive denatured ++..+-nominal 
Neatsfoot Prime, un Colors in Oil— 

OS ee 2.00@2.50 eh 
Palm, Lagos, spot per Ib. .nominal Black Lamp ......... 0 @40 
Soya Bean, Manchu- Black, Coach, Japan..28 @40 

rian, spot, bbis....18%@18% Black in oil.......... 26 @382 

Drop Black 6 ¢? 

Minerals Oils— — — . 1208160 

ue Prussian .. -20@1.50 
=, > ta — é: - Blue, Ultramarine 5 @ 

29 gravity, 15 cold Brown Vandyke .. 25 @35 

ao . e 25 French Ochre .......15 18 

NRE oi. éusocaee 4 @25 Green, Chrome, Pure..70 75 
Oylinder, light filtered.45 @50 Green, Paris ........60 @75 

Dark filtered ...... @43 Indian Red .... conome @26 
Paraffine, high viscos- Venetian Red ........15 @18 

° peerage @41 ae. — teeeees 4 e2s 

903 sp. gravity..... 84 @36 . Pere 2900 0:9 6: 9im . , 

885 sD. gravity aes 25 27 Umber, Burnt ....... 25 @27 
Qed Paraffine ....... 80 88 Chrome Yellow ....... 88 @45 

Siscellancous— be et and Red Lead, 
Barytes: Cents @ 

White, Foreign. Lead, American White 

era nominal DP cvctsnsew es ecus 10@10% 
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CHICAGO 


Office of HARDWARE AGE, 
Chicago, Nov. 2, 1918. 


HE past week has shown only a fair demand for 

exterior paints, with sales of interior paints and 
varnishes a little better. Colder weather and rains 
have tended to cut down the painting, while the fact 
that the moving season is about ended has had a bear- 
ing on varnish sales. 

Several price changes have made their appearance 
on the local market. Turpentine has gone up to 82%ec., 
a net gain of 2c. during the past week. Linseed oil 
rallied somewhat during the past week and is now 
back to $1.72 per gal., but the market is very un- 
certain. 

Contrary to expectations, shellac has taken a fairly 
substantial price increase. Government restrictions 
had induced many jobbers to stock up on shellac, but 
the general belief was that prices would stay at the 
old level. 

MIxEp Paints.—Sales of mixed house paints have 
fallen off during the past week, due to rainy, cold 
weather. Interior paints have been in better demand, 
although the close of the fall moving season has caused 
a decrease in sales. 

We quote to retailers, f.o.b. Chicago: No. 1 house paint, $3 
per gal.; No. 2, $2.50 per gal.; No. 3, $1.80 per gal. 

LINSEED O1L.—Linseed oil took a heavy drop two 
weeks ago, but during the past week the price rallied 
sharply. It is generally believed that no further heavy 
declines are to be expected, but the market is as yet 
uncertain. 

We quote to retailers. f.o.b. Chicago: Strictly pure linseed 
oil, in barrels, raw, $1.72 per gal.; boiled, $1.74 per gal. 

TURPENTINE —There is a comparatively light domes- 
tic demand for turpentine, but the export demand is 
said to be heavy. The market is firm, the price having 
advanced 2c. per gal. in the past week. 

We quote to retailers, f.o.b. Chicago: Strictly pure turpen- 
tine in barrels $2\%4c. per gal. 

DENATURED ALCOHOL.—Denatured alcohol is selling 
in fair volume only, but the market appears firm. Job- 
bers report ample stocks. 








We quote to retailers, f.o.b. Chicago: 180 deg. denatured < 


alcohol, in barrels, 78c. per gal.; 5 and 10 gal. cans, 20c. 





In Oil White, less than Blue, Prussian Foreign. . . noming; 
500 ™., per Blue, Soluble ........ 1.35@1.60 
CO BR. ceccce $14.00 @— Blue, Ultramarine ....14 @56 
00 Im. up Brown, Spanish, high 
2000 Ib., per grades, per ton... .24.00@~— 
100 Ib. .....$12.60 @— Brown, Spanish low 
2000 I. u BrTadeS ...ceeeeees 16.00@— 
10,000 Ib., per Carmine, No, 40, bulk. 5.50@8.0¢ 
> ssece $12.29 @— Green, Chrome, ordinary 
10,000 lb. up to 8 @12% 
80,000 ID., per Green, Chrome, pure..40 @50 
Se $11.97 @— Metallic Paint, ® ton, 
Carload, mini- BOOOR <vccccececd 24.00 @82.00 
mum, 15 tons, rere 24.00@380.00 
r 100 ....$11.84 @— Ochre, Medium, # ton, 

Litharge, American, 30.00 @60.00 
powdered, Steel American, Golden, ¥ Ih. : 
Kegs, per 100 @10 

Serer rr $14.00 @— Foreign, Golden, ® ®. 

500 lb. up to 2000 5 @10 
WDB. ccccccccces $12.60 @— PROM oc cccncsccscess nomina) 

2000 lbs. up to Orange, Mineral, English ..nomma) 
10,000 Ib. ..... $12.29 @-- WEORER 2 oc cccscscccces nomina) 

10,000 Ib. up to German ........ Serre nomina) 
80,000 Ib., per pe Pee 14% @16y 
100 Ib. ........$11.97 @— Red, Indian 

Carload, minimum American # 100 . 8 @12 
15 tons ....... $11.84 @— SN 6.0.0 6.0.0.0-0:0 04 nomina) 

Red, Venetian # 100 .2%@ 6 
Zine, Dry— eD One THEE cc cccccevee 35 40 

Red Seal (French proc.) . —, a 7 15 

A 13° @13% Burnt, lump ....... g 

Green Sl. (French proedy talian, Raw, pow- 

13% @13% j 
White Sl. (French proc.) pe. Eee 
14 @14% American Burnt and 
American Process. Powdered .....-. 2%@4 
5 p. c. lead sulphate, ee! ere nomina) 
10 @10% American. per ton $20.00@40.06 
10 p. c. lead sulphate, PD, cede scocntecece nomina) 
9%@10 Terra Alba. 
20 p. c. lead sulphate, French ......%# 100 lb. nomina) 
94%@ 9% English ...... 100 Ib. nomina) 
35 p. c. lead sulphate, American, @ 100 Ib. No. 1 
9 @9% _1.25@— 
Dry Colors= American, ® 100 Ib. Ne 0e- 
Bb Omber, Turkey, Burnt 

Black, Carbon Gas....16 @25 and Powdered ..... 5 3 

Black, Bone ......... 5% @12 Rew and powdered..... nomina) 

Black, Drop ........ 5% @15 Burnt, American ... 84%@ 4 

Black, Lamp ...... 15 @45 ROW TGMPS occcceveccys nomina) 

Black, Ivory ........ 16 @30 ROW ovcccccccscece 8 8% 

Mineral Blacks, # ton, Yellow, Chrome, Pure.30 82 

35.00@45.00 Oxide Red, native, 

Blue, Celestial .......15 @25 IUMP .cccccceccees 84@4 

Blue, Chinese ....... 1.25@— Vermillion, Quick Silver, 

Blue, Prussian, Domestic, SOE en5.05 60.6% 04 2.00@2.1¢ 

1.25@— CDs cdcccosscsccd nomina) 
higher; 1 gal. cans, 25c. higher, prices to include containers; 
where sold in bulk, in less than barrels, the price is 10e. 
higher than the barrel price, with an extra charge for con- 


tainers. 

WHITE LEAD.—While there is a very fair demand, 
sales are still below those of a similar period of last 
year. Shipments are arriving very slowly and jobbers 
are advising dealers to place their orders at once to 
insure delivery. Prices appear firm. 

We quote to retailers, f.o.b. Chicago: 100-lb. kegs, per Ib., 





14c. in quantity; single kegs, $14; 50-lb. kegs, per Ib., 14\4c. 
in quantity; single kegs, $7.25; 25-lb. kegs, per Ib., 144c. in 
quantity; single kegs, $3.70; 12%-lb. kegs, per Ib., 14'4e. 


in quantity; single kegs, (500-Ib. lots, or more, Me. 
per lb. less). 

SHELLAC.—Local sales of shellac are comparatively 
light. Both jobbers and retailers appear to be buying 
in as small quantities as is consistent with supplying 
the trade. Contrary to expectations, prices have ad- 
vanced sharply. 

We quote to retailers, f.o.b. Chicago: Pure white shellac 
(4-lb. goods), in gallon cans, $4.50 per gal.; pure orange 
shellac (4-lb. goods) in gallon cans, $4.25 per gal 

Dry CoLors.—Dry colors are selling in fair volume, 
although the demand is below that of last year. There 
is a decided scarcity of imported colors, but jobbers 


are having no difficulty in getting the American 


brands. 

We quote to retailers, f.o.b. Chicago: English Venetian red 
in barrels, $2.50 to $4 per bbl.; gilders’ whiting in barrels 
(barrels, 50c. each), $2 to $3.25 per bbl.; plaster of Paris, 


New York, in barrels, $4 per bbl. 

BrRuUSHES.—Brush sales continue light, a condition 
to be expected in view of the prevailing high prices. 
Both jobbers and retailers are carrying much lighter 
stocks than usual, but the supply seems ample for the 
demand. No improvement in the brush situation is to 
be expected for some time to come. 


BOSTON 


Office of Harpwarer AGE, 
Boston, Nov. 2, 1918 


aad last reports there has been an improvement 
in the demand for paints and things in general I 
the paint market. To be sure the improvement is not 
pronounced, but it is enough to warrant considerable 
encouragement in wholesale and retail circles alike. 
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Coming as it does in the face of one of the most serious 
epidemics New England has ever known, and at a time 
when the new draft law is making inroads on general 
business organization, there is little wonder that paint 
dealers are encouraged. The better trade conditions 
are due almost entirely to abnormal weather conditions. 
Take, for instance, last Tuesday. The temperature on 
that date, according to the local weather bureau, ran 
as high as 79, the warmest Oct. 29 in more than 40 
years of weather reports. Since then Boston has been 
treated to more summer weather, and conditions in 
other New England states have been very similar. 

It is easier for a salesman to sell a bill of paint on 
a summer day than it is when a prospective customer is 
thinking more of anthracite than touching up the inside 
or outside of his home. Representatives of firms sell- 
ing paint have, therefore, taken advantage of the 
weather conditions and booked the largest weekly ton- 
nage of paint orders that they have before since the 
fall and winter season opened. They say, now that 
the demand has improved, that it is not a question of 
price, but of supplies. The fact that they have been 
able to impress upon customers that stocks in wholesale 
and jobbing hands are unusually small has materially 
helped to stimulate business. 

Prices for paints of all color are very strong, and 
judging from most “inside” information, there is more 
likely to be a further advance before a readjustment 
downward. It is indicated that a sudden ending of 
the war would not have an immediate effect on values 
because a majority of the manufacturers of paints are 
well stocked up with high-priced materials. In fact, 
some of the best informed paint interests go so far as 
to predict that it will be many months after actual 
peace papers are signed before any material reduction 
in selling prices will be made. In other quarters it was 
felt that the recent abrupt decline in the linseed oil 
market warranted a drop in prices for paints. But 
manufacturers point out that this drop was more than 
offset by the high cost of labor, materials, cans, cases 
and the other many things entering into the business. 


BRUSHES.—There has been a general advance in 
prices amounting to 15 to 20 per cent. The new price 
schedule is based on a number of vital influences, chief 
of which are the restricted output because of sickness 
among factory employees and the lack of white bristles. 
The belief is gaining ground in brush circles that it 
will be many many months before importations of white 
bristles reach anything like normal proportions. Be- 
cause of this belief the manufacturer in general] is 
studying means of educating the American brush con- 
suming public up to the liberal use of black stock. They 
say that like a great many other things the American 
has been using for years, the white brush is looked 
upon as indispensable, whereas as a matter of fact 
the black brush is just as good, provided greater care is 
taken in its manufacture. Some of the black brushes 
being turned out to-day in this country are of much 
better quality than white stock ever was in former 
years. 


Dry CoLors.—In common with paints, an improve- 
ment in the demand for dry colors is noted, although 
it is far below normal. Distributors say they have no 
trouble in getting supplies of American goods, provided 
they do not order in too large amounts. Little or no 
attention is paid to a big order, but a small or even 
medium one is quickly filled. Prices on all dry colors 
remain very firm. 

Barrel Lots.—Plaster paris, $4 
commercial (bolted), 2c¢. Ib. : 
dry zinc (American), 20c. Ib. ; 
lamp black in 1-lb. packages, 19¢c. ; 
8 to 12¢. lb.; raw sienna, 15c. lb.; burnt sienna, 
Princes’ metallic brown, 3\4c.; yellow ochre, 3 4c. ; 
red, 2%c. Ib. 

Pound Lots 
pkgs., 56c. Ib. ; 
_ GLuE.—The demand is not in keeping with that noted 
in other departments of the paint trade. The buying 
is of a hand-to-mouth character and there is nothing 
which indicates an improvement. Wholesalers and job- 
bers are not overburdened with stock, and prices hold 
steady as a result. 

Glue, ground, 19c. Ib. ; 

LeaAD.—The market is moderately active and prices 
hold firm. Nobody appears to be oversupplied with 
stock, nor can a house be found that is short. The sup- 
ply situation, therefore, would appear to be in a com- 
fortable position. 

_ White, in oil and dry, 12%4-lb. kegs, 14%c oa 
50-lb. kegs, 144%4,c.; 100-lb. kegs and larger, 14c.; for 500-Ib 
lots and over deduct 5 to 10 per cent. Dry red lead and 
litharge, 1214-lb. kegs, 141%4c. Ib.; 25 and 50-Ib. kegs. 14\c. ; 
100-Ilb. kegs and larger, 14c.; red lead in oil, 12%4-lb. kegs, 
lie. Ib.; 25 and 50-Ib. kegs, 14%c. Ib.; 100-lb. kegs and larger, 


to $4.25 per bbl.: whiting. 


lamp black, bulk, 15c. Ib.: 
raw and burnt umber, 
13 to 15c.:; 
Venetian 


—Paris green. in 1-lb. pkgs., 55¢e. Ib.: in %4-Ib. 
\-lb. pkgs., 57¢c. lb. ; ultramarine blue, 24¢. Ib 


plate, 35¢c. Ib.; bonnet, 45c. Ib. 


Ib.; 25 and 


whiting, gilders, 2c. per Ib.:' 


73 


Orange -mineral, 
14ec.; 


124,-lb. kegs, 14% c. Ib.; 25 and 


14 toc, Ib. 
5 ). 100-Ib. kegs and larger, 14\4e. 


0-Ib. kegs, 


OILS.—Since last reports there has been an abrupt 
drop fiom $1.93 a gallon in linseed oil prices to $1.62, 
and a subsequent recovery to $1.70. The decline was 
based largely on a speculative basis, while the recovery 
followed an upward revision in flaxseed prices. A ma- 
jority of the important local interests are of the opinion 
that there will be a further recovery, and then another 
downward dip, but nobody seems willing to even guess 
when the drop will take place. Turpentine is several- 
cents a gallon higher than at last reports, for what 
reason nobody seems to know. The rank and file of 
large paint distributors attribute the higher prices to 
an effort on the part of the makers to stimulate interest 
in the product. Paraffin oil is very strong and gossip 
has it that it will be advanced within the next fort- 
night because of its scarcity. No change has been 
made in quotations on gasoline and kerosene, notwith- 
standing the fact that gasless Sundays have been elimi- 
nated. Revised prices on various oils follow: 

Castor oil practically under Government control; cylinder 
oil, 50c. gal.; gasoline, 50 gal. or more, 2514c. gal.; kerosene, 
50 gal. or more, 1244c. gal.; lard oil, $2.15 gal.; alcohol, de- 
natured, 77c. gal.; wood, $1 gal.: linseed raw, in barrel lots, 
$1.70 gal.; in 10-gal. lots, $1.75; in 5-gal lots, $1.77; in 1-gal. 
lots, $1.80; boiled, in barrel lots, $1.72 to $1.73 gal.; neats- 
foot, $2.15 gal.; sperm, $2.70 gal.; paraffin, 35c. gal.; floor 
oils, 50c. gal.; turpentine, 77c. gal. in barrel lots, in 10-gal 
lots, S2c.; in 5-gal. lots, 84c.; in 1-gal. lots, 88e. 

SHELLAC.—Further restrictions as to the sale of 
shellac have been established by the Government. It 
is now forbidden to sell more than five gallons of cut 
shellac to anybody. The sale of orange shellac is 
limited to one case, and the sale of white shellac to not 
more than 50 lb. There is but one way for a dealer 
to get around the Government schedule and that is to 
forward to Government authorities guarantees that the 
customer will not use more than the prescribed amounts 
on anything but essential war work. The fellow who 
has a job necessitating the use of 10 gallons is, there- 
fore, placed in an unfavorable position, especially if he 
is working on a time contract. He can secure but five 
gallons this week, and must wait another week before 
obtaining the balance of stock. 

Shellac gums (small quantities), D.C. (orange), 90c. Ib.; 
Vv. S. O. 85e. Ib.: T.N 70c. Ib. : bleached white shellac, 85c. Ib 

SUNDRIES.—The demand for putty is good and prices 
hold firm notwithstanding the fluctuation of the oil 
market. Local quotations on paraffin wax are largely 
nominal, because most people have no stock to offer for 
sale. Government demands practically have cleaned up 
the eastern markets, according to local gossip. 

Putty (best) in 125-lb. drums, Sec. Ilb.: commercial 
(in drums), 5%c.; paraffin, wax, in 225-lb 
melting, 12! to 18c. Ib.; 123-25 melting, 13c. lb 
melting, 13! ; paro, in 500-lb. cases, 15¢. Ib 

VARNISHES.—The demand is better than it has been 
before in many weeks, but it cannot be termed brisk. 
Some manufacturers, especially the smaller ones, have 
advanced their price lists, but the important interests 
are still quoting on the old basis. Should the present 
demand hold up for another fortnight the big fellows 
possibly may change their lists. 


CLEVELAND 


Office of HARDWARE AGE 
Cleveland, Nov. 1.°1918 


putty 
118-20 
128-30 


cases, 


Cc 
ot 


HE trade reports a good demand from the country 

districts for black and red roofing paints. Floor 
varnishes and linoleum varnishes are moving well. The 
demand for house paints continues dull, although there 
is some call from painters who are finishing up outside 
work. 

Mixep PAINTs.—The inactivity that has existed in 
the mixed paint market for some time continues. Job- 
bers report sales light, and as retailers have fair stocks 
they are placing few orders. Manufacturers are able 
to make good shipments. Prices are unchanged. 
pure mixed paints are quoted at $3.35 to $3.50 per 


Strictly ’ qui 
$3.50 to $3.65 for white 


gal. for colors and 

Turpentine.—Turpentine is moving slowly and prices are 
higher. Jobbers quote turpentine in bbl. lots for city de- 
livery at 78%c. per gal. 

Linseed Oil.—There has been a further decline of 10c. a 
gal. in the price of linseed oil, which at present is moving 
rather slowly. Jobbers quote linseed oil at $1.75 per ga 

Putty.—The demand for putty is quite active at present, 
heing stimulated by the usual amount of fall repair work 
The price is unchanged. We quote putty at $6.50 per 100 Ib 
for standard commercial grades. 

Brushes.—There is little activity in paint and varnish 
brushes. as most retailers placed orders for spring delivery 
before the last price advance. These orders were not very 
heavy as a large share of the trade had fair stocks 
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° ‘ ° SAWS AND FRAMES— TRUCKS—Warehouse, &e, 
ill and Hardware Supplies | naex- Miner Mtg. Cor? each e 
Baws, 6 to 14 in. ine....... 25% » $21.5 No. 2, $18.50; 
Saws, Machine Blades, No, 3, 
. e 2 Os 6 ores aan cas 0&10% 7 
The second and fourth issues of each month soba sicahaa 10810%  =WASHERS—Cast— 
of . -—) . Over %-inch, ba ts 
contain 7 other pages of hardward prices Saw Frames— hie mernye See 
Iron adj., per doz ee” $3.75 Ircn or Stee! 
Steel adj., 8 to 12 in., per doz., per I 
BARS—Crow— DRESSING—Belt— $17.02 size bolt 5/16 ro 
Steel Crowbars, 10 to 40 1b..10¢  Jobbers’ Mfg. Company: Steel adj., steel hdle., per doz., Washers $16.90 14.50 1340 
Pinch Bars, 10 to 40 lb...... 10¢ Blue Ribbon, Stick, @ 1.. 30¢ Rb $8.11 
» ane Adj. Pistol Grip, per doz. .$17.89 PY 
. Paste, 5 & 10 ID. cans, 13: 0 18 
BEAMS—Scale— . ° . <0 13.10 
i Serer err errs 30¢ SCREWS. per 100 Ib. 
Chatillon’s No. 1.List + 20&10% Liquid in gal. cans, P gal.$3.00 SCREWS— 7 
Chatillon’s No, 2.List 20&10% Coach, Lag and Jack— VW RENCHES— 
: i a Oo, Ss . . 
P. 8S. & W....... List + 20&10% a AL, CK an® DRILL Lag, Cone Point......... 30&10% Aartcultural .......0.0.. HO&S % 
pict lh eich sedate Twist Bit an 50&5 % Coach, Gimlet Point..... 3UK&10% Alligator or Crocodile..... 50% 

neaeneeai anita Twist B RO as ss &5% Drop Forged 8......... "30% 
ete — ~ I - ron 1 whet, ~~ and Straight inte Jack Screws— Stilison pattern ......... eotog 

rom No. ak Tanned Butts. BRONMK .ncccccesscceseres To . ‘ : — ¢ 4 
Belting, Ex. Hvy., 18 oz... 35% Wire Gauge, Jobbers’ and R. 8. Standard List ....+.......25% ogee Tae Stitvon 50. o, 
Belting, Heavy, 16 02z.......40% ees ED 6 iw ok ae ee oe 40% MET » 50&10% 
Belting, Medium, 5% Brace Drills for Wood......50% Machine— METALS— 

Belting, Light, % 7 . —_—" i Cut Thread, Iron, —— 

Second Quality, Sides..... % EMER Y—Turkish— Flat Head or Round Head.50% Straits, pig Tin nomi 
Second Quality, Shoulders... % Out of market at present time. Pemeeee SIO. ns ves wiones 40% pagal Sta alae Rae a wet os 
Cut Lea.her Lacing, Strictly RR LORS 10¢ ne a. ee en a oe To ea -nomina) 

Meh cup bewnns sven > en 35&5 % sain " Flat Head or Round Head.209 
Leather Lacing Sides, per sq. H AMMERS AND ie aaa rT | 2¢ e Lake Ingot oF 

ft. Raw Hide, No. 1 in SLEDGES— Rolied Thread Iron, F. R. or in 524 ,30¢ 

r ; ° Electrolytic oeee+ 27.30% 

sides 17 sq. ft. and over...52¢ 3 to 5 1b......4. ee eeccccee 45 % R. H. Casting ....... 27.806 

Under 17 8q. ft.......005. 49¢ ge a Sere errr 45% Filister Head ........... en | Roe eer ae <1.009 
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Trade Trickery and Trademark 
onventions 


By ALBERT E. PARKER 
Of the firm of Marks & Clerk 


HE unscrupulous methods followed by German The report further stated that if registration had 
traders prior to the war, in attempting to monop-_ been granted thereon it would have been practically 
olize foreign markets for their wares, have re- equivalent to the acquisition of an exclusive agency 
ceived considerable emphasis during the past two or for the importation of each of these six cars in one 
three years by the evidence which has been brought for- of the most important foreign markets for automobiles, 
ward from various quarters of the activities of German unless the manufacturers were willing to adopt a new 
and Austrian firms in registering well-known American trademark for that particular market. 
trademarks in foreign countries. 

These activities have reached such a climax, and 
have extended into so many countries that Government | is not generally appreciated by manufacturers that 
departments, such as the Bureau of Foreign and Do- in many foreign countries the exclusive right to a 
mestic Commerce, have found it necessary to issue trademark is acquired by registration, and not, as in the 
warnings calling attention to this practice, and advising United States, by actual use of the mark upon the goods 
American manufacturers against entering into trading sold thereunder. 
relations with different countries before registering In such countries as Argentine Republic, Bolivia, 
their trademarks in such countries; and it is believed Chile, Costa Rica, Cuba, Germany, Guatemala, Nicara- 
the matter is one which will have to be brought up for gua, Norway, Paraguay, Peru, Portugal, Santo Do- 
adjustment on equitable lines at the peace conference. mingo, Servia, Sweden, Turkey and Venezuela the right 

Last June the Department of Commerce called atten- to a mark is granted by the registration thereof in such 
tion in Commerce Reports to instances of the piracy countries, and no consideration is given to the trader 
of trademarks, consisting of the names of well-known whose goods may have been sold thereunder but who 
American automobiles, motor trucks, pharmaceutical has failed to comply with the statutory requirements 
preparations and other lines the sale of which depends of the countries concerned, and thereby secure 4 
largely upon advertising and good will, and cited monopoly of the mark against all others. 
the case of a single firm applying for registration of The laws of the United States, England, France, Bel- 
the trademarks of six among the best-known American <-gium, Italy and the British colonies, among other 
cars. foreign countries, provide for recognition of trade- 


Ownership Acquired by Mere Registration 
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mark ownership to the first to use the trademark in 
such countries, and while this is a reasonable and 
equitable arrangement it has undoubtedly led to a 
certain’ laxity on the part of American and British 
traders, who have assumed that the laws of foreign 
countries generally followed their own on this important 
matter. 

A provision exists in the laws of some important 
foreign countries, including Great Britain and some of 
the chief British colonies, under which the registration 
of a trademark becomes conclusive of ownership after 
a few years from the date of registration, but before 
suit for infringement can be brought under such a reg- 
istration it is generally necessary to establish that the 
mark is in actual use upon the goods for which pro- 
tection is claimed, as without such use the alleged 
infringer could counter claim for cancellation of the 
trademark on the ground of non-user. 

The benefits of conventions providing a simple and 
economical system of protecting trademarks have been 
recognized by European countries for many years past, 
and full advantage has been taken of such conventions 
by the countries which have adhered thereto, as is in- 
stanced by the fact that in the twenty-five years dur- 
ing which the Berne International Trademark Con- 
vention has keen in operation about 20,000 trademarks 
have been registered through an international bureau. 

The arrangement of this bureau, established at Berne, 
Switzerland, in 1893, provides for the registration of 
trademarks in thirteen countries by the simple pro- 
cedure of paying a fee of 100 francs to the central 
bureau, which then notifies all the trademarks offices 
of the other countries of the depositing of the trade- 
mark, and these thirteen offices register the mark, 
while the courts give the same protection thereto as 
would be afforded under separate registrations made in 
those offices. 


Parties to Berne Convention 


HE countries which are parties to this Berne Con- 

vention are as follows: Austria, Belgium, Brazil, 
Cuba, Spain, France, Hungary, Italy, Mexico, Holland, 
Portugal, Switzerland and Tunis. 

It will be noted that Germany is not a party to 
this convention, but Austrian firms, and German firms 
established in one of the convention countries, have 
- not failed to take undue advantage of the arrange- 
ment to the serious detriment of American traders. 

Before the United States entered the war the trade- 
marks of practically all the leading tires made and 
sold in the United States were registered under this 
international convention by one Richard Mittler of 
Vienna, Austria. By paying to this Central Bureau in 
Berne, Switzerland, the small sum of $180, Mittler 
was able to protect in his own name the marks of nine 
of the best-known American tires in the thirteen coun- 
tries of the convention, and in so far as those countries 
give protection to the first to register the trademark, he 
has acquired exclusive rights to such trademarks, un- 
less the rightful owners had previously taken the pre- 
caution to register the same in their own names in those 
countries. 

Mittler is now in the position where the American 
traders who failed to previously register the mark 
must negotiate with him to buy back their trademarks, 
or else change the name of the goods for that par- 
ticular market. 

Many other instances of the use of this International 
Bureau by Austrian firms, or by German firms located 
in one of the countries of the convention, can be cited. 

As the United States is not a member of the Berne 
Convention, American manufacturers cannot take ad- 
vantage of the simple procedure available to citizens 
of the countries which have adhered to the convention, 
and it is necessary, therefore, for trademarks to be 
separately registered in the thirteen countries in order 


to fully protect the American trader. 

A LEADING attorney in the Argentine republic 
is now compiling a complete list of applications 

by Germans to register well-known American trade- 

marks, of which scores of instances can be cited, so 

that proper action can be taken to recover these 
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trademarks, either through the State Department by 
diplomatic action in the Argentine, or through such 
other Government bureau as may be found advisable. 

Many American manufacturers are at present de- 
barred from using their trademarks in Scandinavian 
countries by reason of the fact that registrations have 
been secured thereon in the names of residents of 
those countries. In some of these cases the marks 
have been covered by agents of the American manufac- 
turers—in the names, however, of the agents, who have 
thereby secured a monopoly thereon. It will readily 
be seen how an unscrupulous agent can exercise this 
monopoly to the serious detriment of the American 
trader. 

The International Convention of Buenos Aires, which 
was signed in 1910, and of which the United States 
is a member, will provide a simple procedure, similar 
to that available under the Berne Convention for the 
protection of the trademarks on the American con- 
tinent. This Buenos Aires Convention has been ratified 
by a sufficient number of the northern group of coun- 
tries to enable it to be brought into operation, rati- 
fications having been filed with the Cuban Government 
by the following countries, in addition to the United 
States: Costa Rica, Cuba, Dominican Republic, Guate- 
mala, Honduras, Nicaragua and Panama, 

The Cuban Government has appointed a director to 
take charge of the bureau, and has appropriated $25,000 
toward the cost of erecting a permanent home, and 
has authorized the President to give a suitable site 
in the city of Havana for the purpose. 

Rules have been drafted for operating under the 
convention, and these have been submitted to the offi- 
cials in the countries above referred to, so that it 
is expected that applications for registration at this 
International Bureau covering the eight countries of the 
northern group which have ratified the same, may be 
accepted for filing and for communication to the other 
countries in a few months’ time. 


Need of Action by Congress 


HE United States Congress has had under consid- 

eration a new bill for giving effect to the conven- 
tion in the United States, and this bill has passed the 
Senate and is now before the House for action. Con- 
gress has been requested to appropriate such proper 
sum as will adequately represent the quota of the 
United States toward the cost of maintaining the bureau 
as well as the cost of erecting its permanent home. 

It will be noted that Mexico, Salvador and Haiti, 
among the northern group of countries, have not ratified 
the convention, so that separate protection has to be 
obtained in those countries. 

It should be clearly understood that for the present 
no possibility exists of securing afly benefit, so far 
as the South American countries are concerned, from 
the Buenos Aires Treaty. A sufficient number of coun- 
tries in that group has not yet ratified the convention 
to bring it into operation, and it still requires two 
further countries to send in their ratifications -before 
arrangements for the opening of the office at Rio de 
Janeiro can be made. In view of the fact that the 
piracy of trademarks, particularly by enemy aliens, is 
most common in South America, and especially in the 
Argentine Republic; it is essential for the full pro- 
tection of trademarks there that separate applica- 
tions be filed to register the same as before. 

One of the great difficulties militating against rati- 
fication by the Argentine Republic is that this will re- 
quire recognition of trademark rights by the actual 
user, instead of by the first to register as at present 
is the law of that republic. 


Registration by Agents 


N the past it has been a common practice for so- 

called agents of United States traders to enter into 
an agreement to represent the United States manu- 
facturer, and to obtain a shipment of goods bearing 
the trademark, which in the meantime the Argentine 
agent has registered in his own name in that republic, 
and when the goods reach him these are confiscated, and 
unless new arrangements are made with such agent to 
his advantage the trader in the United States not only 


(Continued on page 88) 





Publicity for 


the Retailer 


Excellent Opportunity to Push House Ventilators—Fine Auto Accessory 
Ad—New Slant in Range Presentation—Unique Ad on 


Household Labor-Saving Devices 


By Burt J. Paris 


Spanish Influenza and Fresh Air 
No. 1 (2 cols. x 6% in.) 
Rage tainderse are keen to read any suggestions for 
keeping in good health during these days when 
influenza seems to be running wild and if you 
have anything of real value to say, it is a duty 
as well as a profitable move to say it. 

Of course, nostrums and overrated prepara- 
tions are doing their best to cash in on this 
epidemic, as is always the case, but the public 
is getting wise and much of this fake publicity 
will not do what the advertisers had planned it 
would do. 








FRESH AIR IS ESSENTIAL 
TO GOOD HEALTH 
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A specially treated cotton fabric of fine mesh keeps out : 
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1. Fresh air and the influenza epidemic 
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Man Works From Sun to Sun_ | 


‘But Woman’s Work is Never Done 


“ae! 








The 


Ever—Ready 
Store 
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THEREFORE 


Why_not add to her comfort and ease 
with an ELECTRIC IRON that’s sure 
to please 


Good sharp SCISSORS and a fine 
BUTCHER KNIFF are dandy things 
for the busy housewife. 


Another great wonder is our DAZEY 
CHURN---It makes fine butter and is 
easy to turn 


She will save much worry and care 
by a set of our handsome ALUMINUM 
WARE 


And when once she uses this MEAT 
CHOPPER, it’s not worth while to try 
tu stop her 


She just must have these things ard 
more, and it’s all at -- 


WASHBURN'S =) 
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Told in rhythmic rhyme 


Now here is a very important ad to run dur- 


ing a time like this. 


Every health 


bulletin issued 


by municipalities and by the Federal authorities 
emphasizes these two precautions: 
1. Keep out in the fresh air. 
2. Avoid stuffy, ill-ventilated rooms. 
Fresh air needs no bolstered up argument but 


the reason why 
their living rooms and bedrooms is because they 


many folks will 


not ventilate 


fear draughts, and there is some reason in this 
fear at that. 

This ad of the Buchanan Hardware Company, 
Richfield Springs, N. Y., tells people how to have 
fresh air in the house without cold-producing 


currents of uncontrolled air. 


The ad is very well 


handled, as it gives sizes, cost and manner of 
operation, and shows a small illustration as well. 

You are perfectly justified in tying an ad of 
this kind up with Spanish influenza and the more 
people who come to you for ventilators, the 
greater will be your aid in helping to get this 


‘sinister epidemic under control. Your efforts will 
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take advantage of these prices? 





0) 
Mi | 
iti it 
Just one of the handicst kits 
you could wish for; 12 of the 


most essential toofs put up in - 
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Weed Chains 
“Rid-O-Skid” 
Nationally advertised and the 
choice of the carefal. eco- 


nomical auto owner. Size 30 
"3%. Per 


Guaranteed 5,000 Miles 


glass can not be brok: 


J. H. C. Batteries, 29c 


French Dry Cells—all zine casings—unif. 
life—high amperage—best by test—fully guaranteed. 
We own many thousands of these batteries and are, 
offering them below the market price. Get yours be- 
fore the supply gives out. 
Auto Supplies—Basement 


curved type, 





Depa: 
(Basement) is fast becoming the — of 
ical Auto owners. Here are this week's 
specials. Are you seeking economy and will you 


Folding 
Chair 


Made of the best 
metal, heavily Ja- 





washer of soft — — dropped on a flat surface the 


ee Metal Frame Goggles 
anid an mee... 1.00 


wy, 
| DaVEWo0a” LARGEST OCPARTHENT. STORE 





solely for pleasure is a theory that 
was long ago knocked into a cocked 
hat. 

This being true, let the hardware 
man continue to push his auto acces- 


rtment 


12 Pc. Tool Kit Universal et ey y ‘ p rsen’s S 
ates Grey Tubes sories as the J. H. C. Petersen’s Sons 
Michelin Tires if High trade Inaer ten in Co. of Davenport, lowa, is doing in 
a eS apectl.vennnose. 2:50 this very attractive ad reproduced 


herewith. 

There’s a fine slogan hidden away in 
1.98 this ad, “The Mecca of Economical 
Auto Owners.” By all means put 
that choice word combination in every 
Petersen accessory ad. 

The listing of items in this ad re- 
flects good judgment on the part of 


orn the Petersen adman, for fancy and 
Spark Plugs Clero Hand H Special Battery Tester, 39c ise nollie 
Black and purely ornamental accessories are 
° 's Special x I 
oon Peas 8 ont No ratchet to r= relegated to the rear and only the 
pleg under our own ta- oe jage tube is. well protected by soft rabber cap that ° . 
198 leanne! tbe danger bretting echelon or with necessary equipment featured. Fol- 


low this plan and you will make your 
accessory ads 100 per cent pullers. A 
lot of stuff like radiator emblems, 
fancy slip covers, new-fangled signal- 
ing devices and the like may have 
been good sellers and will be again no 
doubt, but now automobiling is down 








3. Essential needs for the auto owner 


be repaid in the satisfaction of being of public 
service, to say nothing of extra profits, because 
at this time ads on ventilators are bound to pro- 
duce the biggest possible response. 


A Corking Good Ad 
No. 2 (4 cols. » 10 in.) 
ID you ever hear of Uncle Walt Mason? Yes. 
Then you know his penchant for dealing out 
good advice in paragraphs that are so rhythmic 
that once you get started you just naturally read on 
to the finish. 

Here comes Washburn & Company, of Shelby, 
N. C., who have grabbed off some of Walt’s stuff 
for an ad. Like Walt’s paragraphs, this copy is 
camouflaged, that is, you wouldn’t suspect it 
was real verse until you read it. It is printed in 
the form of prose, but in reality the entire copy 
is a jolly jingle. 

Just read it. At first, you will read it like 
you do any ad, but in a moment or two you will 
catch the rhyme in the words and from thence 
on you will just sail along to the finish. 

So we pronounce this ad unique. Not only 
that, but it is a strong selling ad. The layout, 
cuts and general display make an exceptionally 
inviting announcement. We recommend it to you 
strongly. 

Washburn & Company write us saying that they 
follow this department of Hardware Age every 
- week and we are glad that it is being of service 
to them. Send along some more ads, Washburn; 
your stuff has the real punch. 


Lots of News for the Motorist 
(4 cols. x 
HERE’S talk of curtailing automobile produc- 
tion, there have been gasless Sundays and so 

on and so forth, but we notice that the old gas 
boilers are keeping the roads warm much the 
Same as in the past. To eliminate the auto from 
our national life would be analogous to cutting 
out the railroads and street cars. That every 
Passenger car or even a majority of them are used 


No. 3 8 in.) 





to essentials like everything and 
everybody else. 
Strong Stuff on Ranges 
No. 4 (3 cols. x 7 in.) 
ERE is a neat, clean cut and very readable 
ad from H. R. Disbrow, Allentown, N. J. 


Just get the gist of that center panel. We call 
it straight talk full of burrs and copy wallops. 
It puts the old range in the most unfavorable 
light possible and will sow seeds of discontent 
where before there existed some sort of half-way 
satisfaction. 

Down at the bottom of the ad are printed some 
cold facts concerning the line the company han- 
dles and these facts would seem to indicate that 
the range in question is very popular locally, 
which is half the battle in selling ranges. 

This ad is very well designed and has a different 
look about it which is most inviting to the reader 
accustomed to.little variation in typographical ar- 
rangement. 





H. R. DISBROW, 


ALLENTOWN, WN. J. 





The Store of Heating and Cooking Appliances. 













Tne American Standard 


COAL IS COST Ly.) 


Prizer Ranges 
ARE ECONOMICAL. 


Throw out that loose jointed, extravagant 
old range and let us put in a Prizer Range J 
for youl In a short time you will save en- 
ough fuel and labor to pay the cost and yy 
Will have the joy of using a new, perfect, 
convenient and beautiful Range. 

You will never know what It is to be 
perfectly pleased with your culinary depart- 
ment until you own a Prizer Range. 














SOLD AT DISBROW'S. 





E STOCK “‘Prizer” Ranges exclusively, because in our 15 years experience in sell 

ing Stoves and Ranges we have never found what we consider their equal, and 

in the 15 years we have had 10 other leading makes on our floor for comparison. 

stove trade is discriminating—it demands the VERY BEST—that’s why our booster’s club 

of satisfied owners numbers over 200, and why we want to show you the “‘PRIZER” 

before you buy any other. Also, see our showing of over 70 styles and sizes of Heating 
Stoves, Wood Stoves, and Oil Heaters, 


Our 
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Export Manufacturers Convention 


Speakers Discuss Problems of the Commercial and 
Industrial Future of the United States 


HE ninth annual convention of the American 
T Manufacturers’ Export Association, held in 

New York City last week, came nearer being 
a peace convention than the war gathering it was 
intended to be, so large was the influence of the 
peace talk in the air and so largely were the re- 
marks of the speakers pointed toward conditions 
that will prevail as soon as the war drums have 
ceased to throb, which period seems to be not far off. 

Reconstruction, business readjustment, our new 
merchant marine, foreign trade, export problems, 
national trade-marks and advertising were some of 
the topics discussed by men of national reputa- 
tion. 

The convention was brought to a close by a ban- 
quet at the Waldorf-Astoria, when speeches were 
made that drew the closest attention from the thou- 
sand or more persons present. 

Sir Henry Babington Smith, Acting High Com- 
missioner for Great Britain, declared that he 
doubted if the controlling hand of Government 
would be withdrawn from commerce and industry 
as soon as some wished, since the necessity of the 
subordination of particular interests to the common 
need would remain potent for some time after the 
restoration of peace, and that international rights 
and interests must be adjusted on the broadest 
scale. 

Edouard de Billy, Deputy High Commissioner for 
France, urged consideration of the problem of dev- 
astated countries, pointing out that for some years 
some of them will be unable to produce anything, 
while other nations will be winning great profits in 
the markets of the world. 


William C. Redfield, Secretary of Commerce, 
sounded a warning against too pressing motives of 
self-interest, saying that millions of mouths may 
have to be fed for many months out of America’s 
abundance. 

Frank A. Vanderlip, president of the National 
City Bank, mentioned the fact that the United 
States has now wiped out its foreign debt and has 
about seven billions to its credit. After the war 
is over, he said, the nations of Europe will make 
the most insistent demands for raw material, food, 
and some manufactured goods, but will not have the 
means of payment unless foreign securities are 
accepted here. 

In an address during the convention, on “Foreign 
Trade Service in the Present Emergency,” M. A. 
Oudin, foreign manager of the General Electric 
Co., held out the view that a league of nations 
after the war must deal with economic as well as 
political arrangements. He pointed out that there 
has been “much talk but as yet no agreement among 
all the Allies upon an economic policy covering 
the problems that are sure to come up both at the 
peace table and after the war.” 

E. M. Herr, president of the Westinghouse Elec- 
tric & Mfg. Co., in an address on “Our Ships After 
the War,” declared himself for co-operative man- 
agement of ships, docks and terminals, but against 
government ownership. 

William Ingersoll of Robt. H. Ingersoll & Bro. 
advocated the establishment of foreign branches 
by those manufacturers who are willing to under- 


take the risk and effort and who are building for 
the future. 

There were numerous other addresses delivered 
by experts on their particular subjects. 


Brief Notes of the Trade 


The York Safe & Lock Co., York, Pa., has broken 
ground for a two-story pattern shop and foundry, 60 x 
100 ft., to cost $60,000, and a one-story general shop 
addition, 90 x 200 ft., to cost $30,000, at its plant. S. 
Forry Laucks is president. 


The Bober Auto Parts Co., St. Louis, Mo., has been 
incorporated with a capital stock of $100,000 to manu- 
facture automobile parts and devices. E. H. Starke is 
president. 

The Federal Mfg. Co., Los Angeles, Cal., has been in- 
corporated with a capital of $25,000 to manufacture 
heating specialties. Fred W. Forrester, O. H. Cope and 
George Long, Los Angeles, are the incorporators. 

The Marietta Paint & Color Co., Marietta, Ohio, suf- 
fered a fire loss to its plant Oct. 11, estimated at 
$35,000. 


The Jones Mfg. Co., Lexington, Tenn., has been in- 
corporated with a capital of $10,000 to manufacture 
well equipment and supplies. J. F. Neisler, J. C. Ben- 
son and H. E. Graper are the incorporators. 

The Arcade File Works, Anderson, Ind., has awarded 
a contract to Ernest Watkins for a one-story addition, 
about 60 x 140 ft., estimated to cost with equipment 
about $75,000. 

The H. P. Worth Co., New York, has been incor- 
porated with a capital of $50,000 to manufacture hard- 
ware and metalware products. H. P. Worth, 77 Steel 
Avenue, New Dorp, S. I.; H. Irvin, Newark, N. J., and 
P. Doblin, 4277 Brandon Avenue, Brooklyn Manor, 
N. Y., are the incorporators. 

The Southern Bending Co., Johnson City, Tenn., capi- 
talized at $30,000, will equip a plant to manufacture 
bent rims for automobiles, wagons and dimension stock. 
W. O. Nelson is a stockholder. 

E. B. Estes & Sons, 362 Fifth Avenue, New York, 
manufacturers of handles and other wood specialties, 
have incorporated with E. B. Estes & Sons Woodwork- 
ing Co., with a capital of $100,000, to operate a wood- 
working plant. J. F. Crater and W. F. Davis are the 
incorporators. 

The Columbus Auto Parts Co., Columbus, Ohio, has 
increased its capital stock from $75,000 to $100,000. No 
information is available as to plans for increasing the 
manufacturing capacity. 

The Whale-Back Wheel Corporation, New York, has 
been incorporated with a capital of $18,000 by P. Duffy, 
J. White and H. Lesser, 956 West 156th Street, to 
manufacture automobile wheels. 

The Queen Brass & Copper Co., New York, has been 
incorporated with a capital of $50,000 by T. Moers, 120 
West Seventieth Street; L. Hecht and S. Ecker, 1379 
Lexington Avenue, to manufacture metal specialties. 

The Acme Steel Goods Co. of New York, New York, 
has been incorporated with a capital of $10,000 by J. J. 
Silver, H. G. Merrill and A. C. Kahn, 650 West End 
Avenue. 





H. J. Thomas, who has been associated with the 
George Tritch Hardware Co., Denver, Col., for thirty- 
five years, has severed his connection with the firm. 
He will take a long rest and probably will enter some 
other business. Mr. Thomas started with the company 
as an office boy and worked himself up to the position 
‘of secretary and treasurer. 
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Stanley Wrought Steel Corner Irons 


HE high standards which are maintained in the manufacture of all Stanly products 
are excellently illustrated in Stanley Corner Irons. These, it will be observed, are 
sturdy, liberally proportioned and carefully finished. These products are reliable, 

well known, well liked, and they bring you steady sales and profitable business. Used in 
connection with Stanley Wrought Steel Mending Plates they are extremely useful in fre- 
quently making unnecessary the purchase of new material by conserving, repairing and 
reinforcing that which is slightly damaged or weak. 
lo. 995 is a wrought steel mending plate. 
Sizes above 3” have staggered holes. 

. 996 is made of No. 14 steel, sides each 4!/4y” long. 

. 996D is dull copper plated, extra strong. 

. 998C is brass plated with rounded ends. 

. 999 is of plain wrought steel and is flat. 

Keep your stocks complete. If you haven't a Stanley Hardware Catalog write for 

one today. Free on request. 


N . . 2] . . 
oLafayertestreet The Stanley Works, New Britain, Conn, ss essciate Street 
Manufacturers of Wrought Bronze and Wrought Steel Hinges and Butts of all kinds, including Stanley 
Ball Bearing Butts. Also Pulls, Brackets, Chest Handles, Peerless Storm Sash Hangers and Fasteners; 
Screen Window and Blind Trimmings; Twinrold Box Strapping, and Cold Rolled Strip Steel. 


Stanley Garage Hardware is adaptable for factory and mill use. 




















Products Being Placed on the Market 
by Hardware Manufacturers 


L. G. Automatic Ratchet 
Wrench 


The Red Chief Mfg. Co. of Louis- 
ville, Ky., is the manufacturer of the 
L. G. forged steel automatic ratchet 
wrench, 8 inches long, which is con- 
structed along high class lines. 

By merely pressing the loose jaw 


» G. wrench and some of the nuts it will 
work equally we ll 


against the nut it automatically closes 
the wrench, and to loosen the nut it 
is only necessary to simply turn the 
wrench over and reverse the motion, 
always pressing the loose jaw against 
the nut. The harder one pulls, the 
tighter it grips. . 

There is nothing about the wrench 
which is apt to get out of order. It is 
said to be the only wrench having a 
thumb guide and quick and easy con- 
trol of the jaws. Its patented device 
holds the jaws exactly where they are 
placed while fitting them to a nut. 

The wrench will work equally well 
on any of the nuts illustrated, or on 
any intermediate sizes; also on all 
sizes of set and cap screws from one- 
quarter inch up. 


Herrick Refrigerator Catalog 


The Herrick Refrigerator & Cold 
Storage Co., Waterloo, Iowa, recently 
published a beautiful 48-page catalog 
illustrating and describing the large 


line of Herrick dry air refrigerators, 
for the residence, florist, grocer, 
hotel, cafe, ice cream store, etc. 


‘*Marvel’’ House Pumping 
System 


The Deming Co. of Salem, Ohio, has 
just started the manufacture of the 
“Marvel” pumping system which will 
supply plenty of water for all the re- 
quirements of the bathroom, laundry 
and kitchen sink in the average home. 
The electrically operated system, it is 
stated, will do it so quietly and re- 
quire so little attention, that it will be 
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“Marvel” house pumping system 


found difficult to realize that the home 
is not actually connected to a city 
water main. 

It is claimed that the “Marvel” 
pump will deliver 180 gallons per 
hour, and is good for a maximum 
working pressure of 50 pounds. The 
outfit is fitted with a fresh water out- 
let which automatically closes the 
pressure from the tank when the fau- 
cet in the fresh water line is opened, 


and starts the pump, delivering cold 
water direct from the source of sup- 
ply. The electric motor furnished is 
practically moisture and waterproof. 
The automatic electric switch is set to 
release at 20 to 40 pounds minimum 
and maximum pressures respectively. 
These pressures may, however, be va- 
ried if necessary to suit conditions, 
When the pressure in the tank be- 
comes lower than 20 pounds, it closes 
the circuit and starts the motor; when 
the pressure reaches 40 pounds, it 
breaks the circuit and stops the motor. 
These electric switches may be de- 
pended upon for absolute continuity 
of service under the most severe con- 
ditions. 


‘* Easy’ Vacuum Electric 
Washer 


The Syracuse Washer Corporation 
of Syracuse, N. Y., is the maker of 
the model H “Easy” electric washer 
which operates on the vacuum or suc- 
tion principle, cleaning the clothes 
rapidly and spotlessly without any 
wear and tear. 

When the washer is in operation, 
the two vacuum cups inside the tub 
move up and down 60 times per min- 
ute, taking a new position on each 
downward stroke. The air contained 
in the cups on the down stroke forces 
the soapy water through the mesh of 
the garments, while on the up-stroke 
the cups suck the soapy water back 
through the mesh. This suction car- 
ries with it any foreign substances 
and dirt lodged in the mesh. It is 
claimed that it does not in the least 
injure the daintiest laces, flannels, 
lingerie, ete. : 

The capacity of the washer is 10 
sheets or 14 pounds of dry clothes. 
The tub measures 24 inches in diam- 
eter and 18% inches high. It is made 
of solid copper, tinned inside to pre 
vent discoloring. The outside 3 
highly polished and lacquered, and 
has a % inch roll rim edge around 


Reading matter continues on page 82 
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Brains Mixed with Steel Make pa 
“Tdeal”’ Elevator Door Hardware Ux. 











“Ideal”? Hangers run easily and noiselessly. Bearings protected 
from dust and dirt. Regularly made for single doors, two-speed 
doors, three-speed and combination elevator doors; doors in pairs. 

“Ideal”? Automatic Door Closer and “‘Ideal’’ Automatic Checking 
Device eliminate slamming, prevent accidents and assist operator. 


Specific information and prices furnished without 
obligation. Write for illustrated book, ‘‘Richards- Wilcox 
Ideal Elevator Door Equipment and Checking Devices.’’ 


chards WilcoxManufacturin? ©. 


SAN FRANCISCO PHILADELPHIA 
LOS ANGELES AurRorRAIuumors,USA. MINNEAPOLIS 


NEW YORK BOSTON 
CHICAGO Richards —Wilcox Canadian Co.,Ltd.,London,Ont. ST.LOUIS 


‘“*A hanger for any door that slides”’ 
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the top. It is fitted with a remov- 
able one-piece cover. The tub is con- 
sidered absolutely sanitary, having 
no crevices or corners to retain im- 
purities from dirty suds. The bot- 
tom of the tub is fitted with a dis- 
charge valve which can be connected 
with a sewer or open drain and which 
permits emptying of the tub in a few 
minutes’ time. The cups are also 
made of solid copper, heavily nickel- 
plated, and can be lifted out of the 
tub. They are adjustable in height 
to accommodate various sized wash- 
ings. 

The motor is a well-known stand- 
ard make 1/6 H.P., attached under 
the tub. These washers are also 





The “Easy” vacuum electric washer, 
model H 


equipped with a countershaft and 
pulleys in place of the motor where 
the washer is to operate from a gas 
engine or line shaft. The motor belt 
has an automatic adjustment to take 
up any stretch of belt. For a small 
additional cost, a gas heater can be 
furnished to be attached underneath 
the tub so as to heat cold water or 
maintain water at a certain desired 
temperature. 

The frame of the washer is con- 
structed of metal, black enameled. 
All operating parts are under the 
tub and out of the way. All gears 
are guarded with metal shields. The 
legs are fitted with casters. The 
wringer swings in any desired posi- 
tion, enabling the operator to wring 
clothes while washing. 

The “Easy” vacuum electric washer 
occupies little more space than an or- 
dinary wash tub. It is protected 
against overloading by an automatic 
spring adjustment. 


‘‘ Bulldog ’’ Pipe Hanging 
Chain 


The Cleveland Galvanizing Works 
Co. of Cleveland, Ohio, has recently 
introduced the “Bulldog” chain de- 
signed for the sole use of suspending 
or hanging pipe. It is furnished with 
reels from which the desired lengths 
can be cut as required. 

This chain, used as hangers, is 
quickly and easily placed in position. 
A screw eye is screwed into the ceil- 
ing or beam above the pipe. The 


chain having been cut to approxi- 
mately the desired length, it is looped 
around the pipe and both ends of the 
chain are slipped on to the hook of 
the screw eye. 

The ease with which this chain can 
be put up, taken down and adjust- 
ments made adapts it admirably for 
temporary work in mills, factories, 
etc. By removing the chain and sim- 
ply tightening or loosening the screw 
eye the level of the pipe can be raised 
or lowered any desired distance. 
Larger adjustments can be made by 
drawing in or leaving out additional 
links. Where there is a liability of 
considerable change being necessary 
it is advisable to cut the chain sev- 
eral links longer than the desired 
length. Not only are vertical adjust- 
ments easily made with the chain 
hangers, but horizontal adjustments 
are also greatly facilitated. 

The extreme flexibility of the 
chain allows the pipe to be moved 
several inches without making any 
change in the length of the chain and 
without shifting the location of the 
screw eye. This will be found of 
great benefit when it is desired to 
shift the position of pipe suspended 
from open joists, as it does away with 
the use of cross pieces to which the 
hanger is fastened. Corners and 
curves in the pipe are also easily 
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“Bulldog” pine hanging chain 


taken care of by the flexibility of the 
chain. 

“Bulldog” chain is said to be made 
from the finest quality cold-drawn 
steel wire. The links are formed 
with a special “Bulldog” tie which 
cannot pull out. The galavanized 
finish of the chains fits them for use 
on water pipes which are liable to 
“sweat” or in damp places, as the 
finish prevents rust and corrosion. 


Kerosene Burner for Stove 


The Relax Co. of Norwood, Ohio, 
has just perfected a kerosene burner 
called the “Guaranteed” which makes 
a gas stove instantly out of any cook 
and heating stove or furnace. It gen- 
erates its own gas out of the kerosene 
as it uses it, and makes a powerful in- 
tensive gas-like flame. All that is 
necessary to install the device is to 
simply push the burner into the fire- 
box, make the attachments with the 
hollow tubing and. place the tank 
about 6 to 8 feet above the stove. 


Hardware Age 


There is no cleaning needed, no 
soot, ashes or dirt. It is claimed that 
the “Guaranteed” kerosene burner wij} 
do practically everything that a gas, 
gasoline or coal stove will do. Each 
burner is guaranteed by the many. 





PEL I RETO are 


Showing “Guaranteed” kerosene burner 


facturer. There is nothing to get out 
of order. All that is needed is to keep 
the tank filled with kerosene and the 


-burner does the rest. 


‘* Garco Gaskette Roll’’ 


Put up in a durable, convenient car- 
ton, the General Asbestos & Rubber 
Co. of Charleston, S. C., is offering to 
the trade a cut piece of high grade 
sheet packing for all uses where de- 
pendable gasket material is demanded. 
The newest item in the complete line 
of “Garco” asbestos products is pro- 
duced under the trade name of “Garco 
Gaskette Roll,” and the many advan- 
tages offered in a package of this kind 
will likely be readily appreciated by 
the trade. 

The Garco “Gaskette Roll” consists 
of one piece of asbestos sheet packing 
cut 10 in. wide by 40 in. long. The 
carton fully protects it from dust or 
grit, and for the large or small user 
of gasket material presents a conve- 
nient and economical method of keep- 
ing sheet packing on hand ready for 
any emergency that may arise. 

The packing from which the “Garco 
Gaskette Roll’ is cut is made from 
specially selected, long fiber asbestos 
thoroughly re-enforced by a network 
of fine, strong wire. It is water- 
proofed with a special “Garco” com- 
pound and finished with graphite on 
one side and red on the other. 

These rolls are particularly adapted 
for use on steam engines, boilers and 
pipes; also for cylinder heads, mani- 
fold joints, etc., on gas engines, and 
are guaranteed for the highest pres 
sure or temperature. The same sheet 
packing is also sold in 250-Ib. rolls and 
120-Ib. half-rolls under the name of 
“Garcobestos.” 


Reading matter continues on page 84 
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It Is Now So Easy for Any Carpenter or Farmer 


To quickly construct a strong and substantial wagon bed or hay rack at 
such a small cost with the 


ALLITH “FIT-AL” $xsx"u23 CLAMP 


Wherever this clamp has been 
shown it has been adopted. 
Farmers give it preference be- 
cause it is practical and with- 
stands the most severe service. 
Made of the highest grade mal- 
leable iron, and combines all the 
features essential to make a 
wagon bed strong, rigid and 
durable. It is impossible for 
any play, up or down, or side- 
ways, because it clamps the tim- 
bers firmly on all sides—and 
One Clamp Fits all Conditions 

Regardless of thickness or 
width of timbers only one size 
clamp is required. Adjustment 
is made with standard bolts— 
hence “FIT-AL,” which is a 
vast improvement over ordinary 
clamps. We have yet to hear 
of the farmer who did not read 
- recognize the superiority of 
the 


ALLITH “FIT-AL” sx@oNte5 CLAMP NO. 201 
Never fails to give satisfaction, and the price is so reasonable there is no excuse for attempting to procure something “Just as goed.” 


No. Description List 
201 ALLITH “FIT-AL’’ Combination Wagon Bed CLAMP, per dozen pairs, without bolts - - $6.00 














Made for service from 


| highest grade materials 
Allith \ and suitable for all 


standard sizes of wagon 


a4 Standard 99 beds, consisting of the 
above. 


parts shown 














Hook and adjustment 
End Gate ; handle are malleable 
iron. 


Fastener Set EZ No. 203. Allith “Stand- 


N 203 : Z77=7-— _ = ard” End Gate Fastener. 
oO. ZA List price, per dozen 


—_— 


‘“‘UNIQUE” Side-Board Bracket No. 202, Malleable Iron 


These brackets conform with advice of United States Government to farmers to make wagon beds grain tight 
_ For building grain beds these brackets will be found the most complete and 
satisfactory equipment possible to procure. 
They give a permanency to side-boards not obtainable with the old-style method 
of using standards and stake irons. 
Please Observe These Unusually Practical Points 


Side-boards cannot give in or out, because the bolt is cast solid in center of 
| bracket foot, and base has a 3% inch bearing on side rail. 

No hole bored through cross-piece to weaken it. No cutting hole in floor, be- 
cause a %4 inch hole bored through side-rail or floor at cross-piece supports the foot 
of the bracket. 
ie ng box bed on inside to obstruct shoveling, because the brackets bolt to side- 

ards. 
These brackets allow the use of side-boards without end gates in position when 
so desired, and are tested to carry 14-inch side-boards. No canvas necessary to 


keep grain from leaking, as these brackets make a bed perfectly tight. 

They are meeting with ready recognition everywhere. These brackets fulfill arate require- 
ment in a practical and substantial manner. They are just what the farmer or any builder of 
wagon grain beds has been looking for to improve the construction and save labor and expense. 


No. 202—Allith “Unique” Side-Board Bracket, list price, per dozen - - - 


ALLITH-PROUTY CO., Danville, Ill., U.S.A. 


Chicago New York Boston Philadelphia San Francisco Los Angeles 
And representatives in all principal foreign cities 


Door Hangers and Tracks Garage Door Hardware 
ODI ICTS { Spring Hinges Fire Door Hardware Light Hardware 
Rolling Ladders Overhead Carriers Hardware Specialties 


Catalogs, blue prints and special information promptly furnished 























Notes of the Retail Hardware Trade 


CHARLESTON, AkK.—Hansard & Lively are purchasers of 
the M. T. Minden hardware stock. They request catalogs 
on the following: Automobile accessories, belting and pack- 
ing, buggy whips, builders’ hardware, building paper, chil- 
dren’s vehicles, churns, crockery and glass, cutlery, gal- 
vanized and tin sheets, heating stoves, heavy farm imp.e- 
ments, heavy hardware, home barbers’ supplies, lubricating 
oils, paints, oils, varnishes, glass and shelf hardware. 


interest in 
accessories, 
separators 
washing 


Ewins has purchased an 
business. Automobile 
and packing, cream 
varnishes and glass, 
in stock, 


Glen 
hardware 


CARLOCK, ILL. 
the Alva Schad 
bathroom fixtures, belting 
heavy hardware, paints, oils, 
machines, ete., will be carried 


half 
will 


has recently bought a 
Company. No change 


EFFINGHAM, ILI. KF. M. Vane 
interest in the Loy Hardware 
take place in the firm name. 


PAXTON, ILL.—C. A. Nordgren is having his store com- 
pletely remodeled. He will carry a complete stock of auto- 
mobile accessories, baseball goods, bathroom fixtures, belting 
and packing, bicycles, buggy whips, builder’s hardware, 
children’s vehicles, churns, cream separators, cutlery, dairy 
supplies, dog collars, dynamite, fishing tackle, furnaces, 
gasoline engines, hammocks and_ tents, harness, heating 
stoves, heavy farm implements, kitchen housefurnishings, 
lubricating oils, mechanics’ toois, paints, oils, varnishes an‘ 
glass, poultry supplies. prepared roofing, ranges and 
stoves, refrigerators, sewing machines, shelf hardware, 
verware, sporting goods, wagons, buggies and washing 
chines. 


PRAIRIETOWN, ILL.—The hardware stock of L. F. Kuethe 
has been sold. Arthur Schwalb, the purchaser, requests cat- 
alogs on a line of hardware and implements, 


LINN Grove, IND.—The stock of Lehman & Stucky, con- 
sisting of automobile accessories, baseball goods, belting and 
packing, bicycles, buggy whips, builder’s hardware churns, 
cream separators, cutlery, dairy supplies, dog collars, dyna- 
mite, electrical household specialties, fishing tackle, furniture 
department, gasoline engines, hammocks, harness, heating 
stoves, heavy farm implements, heavy hardware, linoleum, 
lubricating oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting goods, 
wagons bhuggies and washing machines, has been sold to 
A. R. Beebe. 


IND. The Stoner & Black stock is now owned 


Lawrence. 


ROCHESTER, 
by Schertz & 
Nag! Bros. 
Feilmeyer, 


recently 
requests 


disposed of 
catalogs on 


have 


LAKE VIEW. Iowa. 
/ who 


their stock to F. S. 
automobiles. 


LAURENS, Ilowa.—C. J. Speers has succeeded to the business 
formerly conducted by Speers & Johnson. The new owner 
requests catalogs on a line of heavy hardware. 


VINTON, IOWA W. W. Wheeler has taken over the stock 


of hardware, etc., of the Moon-Secor Hardware. 


-T. W. Konk'e & Co 
stock of builder’s hardware, mechanics’ 
cook stoves. refrigerators. she'f hardware. 
ing goods, tin shop and washing machines. 


WINTERSET TOWA has bought the 
tools) ranges and 


silverware, sport- 


KAN The is building 


to its hardware 


Hulse Lumber Companys 
store 


KEATS. an 


addition 
The C. M. Com- 
cream 


Hunt Hardware 
to deal in buggy whips. 


EATON Rapips, MICH. 
pany has been incorporated 
separators. dairy supplies, furnaces. gasoline engines, ham- 
mocks and tents, harness. heavy farm implements, heavy 
hardware, lime and cement, lubricating oils. pumps, wagons 
buggies and washing machines. Lewis C. Hunt and Daniel 
Shufelt are the incorporators. 


dissolved 
will con- 
name, 


CROCKSTON, MINN.—Rasmussen & Laurent have 
partnership. John Rasmussen and Horace Laurent 
tinue the business without any change in the firm 
KIESTER, MINN —G. D. Baker has sold a half interest in 
his business to Art Criswell. The Kiester Hardware Com- 
pany is the firm name 


Dahl & Fedson have bought the hardware 
3ros. and consolidated it with their own 


LYLE. MINN. 
stock of Johnson 


ULEN. MINN. 
is purchaser of 


The Ulen Hardware & Implement Companys 
John Pitsenbarger’s stock of belting and 
packing, buggy whips. builder’s hardware. cream senarators, 
fishing tackle, gasoline engines, harness, heating stoves, 
heavy farm imnlements heavy hardware paints oils. var- 
nishes and glass, pumps, ranges and cook stoves, sewing 
machines, shelf hardware, silverware, wagons, buggies and 
washing machines. 


PRINCETON, Mo.—Stacy Bros. have moved their stock of 
hardware, implements, belting and packing, heavy h irdware, 
shelf hardware, ranges and cook stoves ete., to the Stanley 
Building. Catalogs requested covering furniture. 


LAUREL, Mont.—The Galata 
recently disposed of its stock 
pany. The concern’s business 
mostly the latter. 


Commercial Company hag 
to the Laurel Trading Com- 
is both wholesale and retail, 


SINCLAIRVILLE, N. Y.—The Sinclairville Hardware Company 
has been organized with a capital of $10,000 by B. F. Hunt 
and D. J. Hunt to deal in the following lines: Automobile 
accessories, buggy whips, builder’s hardware, building paper, 
churns, crockery and glass, cutlery, dairy supplies, dog ¢ol- 
lars, fishing tackle, furnaces, galvanized and tin sheets, 
heating stoves, heavy farm implements, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, poultry 
supplies, prepared roofing, pumps, ranges and cook stove 
sheif hardware, silverware, sporting goods, tin shop an 
washing machines. Catalogs requested on a general line of 
hardware. 

r 


Hooper, Nes.—E. H. Schwab has commenced business 
here, and will handle a stock of belting and packing, bicycles, 
builder’s hardware, children’s vehicles, churns, cream sepa- 
rators, cutlery, dairy supplies, dog collars, fishing tackle, 
furnaces, galvanized and tin sheets, gasoline engines, heat- 
ing stoves, home barbers’ supplies, kitchen housefurnishings, 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, poultry supplies, ranges and cook stoves. refrigerators, 
sewing machines, shelf hardware, silverware, sporting goods, 
tin shop and washing machines, Catalogs requested on hard- 
ware. 


ALSEN, N. D.—The Bartel Hardware Company, which 
operates a branch store also at Munich, has recently suffered 
a fire loss, and requests catalogs on the following lines: 
Automobile accessories, baseball goods, bathroom fixtures, 
belting and packing, bicycles, buggy whips, builder’s hard- 
ware, building paper, children’s vehicles, churns, cream sepa- 
rators, crockery and glass, cutlery, dairy supplies, dog collars, 
dynamite, electrical household specialties, fishing tackle, fur- 
naces, furniture department, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, harness, heating stoves, 
heavy farm implements, heavy hardware, home barbers’ sup- 
plies, iron beds, kitchen cabinets, kitchen housefurnishings, 
lime and cement, linoleum, lubricating oils, mechanics’ too! 
oil cloth, paints, oils, varnishes and glass, plumbing depart- 
ment, poultry supplies, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
silverware, sporting goods, tin shop, toys, games, wagons, 
buggies and washing machines. 


SHELDON, N. D.—The Sheldon Supply Company has added 
a line of harness to its regular stock. Catalogs requested. 


CANTON, OKLA.—Frank Chronister has disposed of his stock 
of buggy whips. builders’ hardware. dog collars, fishing 
tackle, heavy farm implements, mechanics’ tools, shelf hard- 
ware, washing machines, ete., to John Seifried. 


interest 
Bates & 


P 
E 
4. 


Bates has sold 
B. Griffith. Geo. 


an 
P 


MARIETTA, OKLA.—George 
his hardware business to 
is the new firm name. 


in 
Co. 


OKLAHOMA City, OKLA.—The Reliance Implement Com- 
pany, 531 West Main Street, has been organized by W. H. 
Hollingsworth, E. L. Howard and N. H. Wright. The capital 
stock is $5,000. : 


AsToriIA, OreE.—The MclLin Hardware Company has com- 
menced business, dealing in automobile accessories, builders’ 
hardware, mechanics’ tools, lubricating oils, building paper. 
shelf hardware, etc. 


LAKE ANpbovER, S. D.—The stock of Lister & Newport is 
now owned by John Lister, who requests catalogs on the 
following lines: Automobile accessories, baseball goods, bath- 
room fixtures. belting and packing, buggy whips, builder's 
hardware, children’s vehicles, churns, cream separators, cut+ — 
lery, dog collars, electrical household specialties, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline engines, 
hammocks and tents, heating stoves, heavy farm implements, 
heavy hardware, lubricating oils, mechanics’ tools, paints” 
oils, varnishes and glass, plumbing department, pumps, ranges 
and cook stoves, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, toys, games, wagons, buggies @ 
washing machines. 


ESTELLINE, TeExX.—The Johnston Hardware Company stock 
was recently damaged by fire. The concern will resume busi- 
ness and requests catalogs on automobile accessories, Du 
whips, builder’s hardware. building paper. children’s vehicles, 
churns, crockery and glass, cutlery, dynamite electri 
household specialties, fishing tackle, furniture department, 
galvanized and tin sheets, gasoline engines, hammocks @ 
tents, harness, heating stoves, heavy farm implements, heavy 
hardware. iron beds, kitchen cabinets, kitchen housefurnish= 
ings, linoleum, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, pumps, ranges and cook stoves. re- 
frigerators, sewing machines, shelf hardware, silverware, 
shop, wagons, buggies and washing machines. 


Reading matter continues on page 86 
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